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SHARP UPTURN NOTED IN SALES 


Washington Developments Cheer Business 


Sparks 


Sword of Leadership 
Holler’s All-America 
Wagner’s Memoirs 
Industry’s Early Days 
oe 


B 


y 
| Chris Sinsabaugh 


SAT in Bill Hholler’s office, 
listening to the story of the 
‘All-America Selling Team, which 
was being told by Chevrolet’s gen- 
eral sales manager, when Private 
Secretary Gloria 
Villerot opened 
the door and 
announced Ken- 
neth D. Bostian, 
of the Bostian 
Chevrolet Co., of 
Independence, 
Mo., to see Mr. 
Holler. And in 
came Bostian, 
carefully carry- 
ing a long, 
black, paste- 
board box. And 
it looked like a 
message from 
Garcia. And it 
was, for Bostian 
came as a rep- 
resentative of 
the Kansas City 
: zone to present 
to Chevrolet’s sales chief a 
cavalry sword as a testimonial of 
# the love, loyalty and appreciation 
his dealers in Kansas have for 
their leader in the central office. 
Bostian had flown that day 
from Kansas City following a 
zone meeting at which the sword 
of leadership was suggested. In- 
§ stead of taking the money out of 
zone funds or the treasury of the 
association, each dealer present 
had thrown his money on the 
stage and Bostian was named to 
take the sword to Detroit. 
o* * es 
THIS EXHIBITION of faith in 
the Holler leadership by the Mis- 
souri dealers made us who sat on 
the sidelines during the presenta- 
tion appreciate more what Holler 
had been telling us about the All- 
America, which, I find, is the 
connecting link between the deal- 
er body and the central office. 
Only wholesalers are eligible and 
to date 1,052 of them have won 
the key, portrayed in this column, 
which is paid for only with per- 
formance—money cannot buy it. 
co the men of Chevrolet this key 
means more than any honors that 
might be conferred by university 
or college. The Greeks have a 
word for it—found on the key 
itself— Pi Alpha Pi Epsilon — 
which, interpreted into Chevrolese, 
means courage, stamina and de- 
termination. 
ea ” 8 
BACK OF IT all, Holler has 
written into the constitution the 
(Continued on Page 15, Col. 1) 
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Excess Profit Tax 
Deletion Seen as 
Stimulus to Trade 


Industrial Activity Shows 
Normal Seasonal Gain 
During March 


By William Ullman 
Staff Correspondent, ADN 


WASHINGTON.—A very 
noticeable atmosphere of 
returning confidence per- 
vaded the capital this week, 


based upon several develop- 
ments which seem to indicate the 
business recession has _ about 
reached its nadir. 


Not the least of these was the 
deletion Thursday by the sen- 
ate of the undistributed profits 
tax from the _ house - approved 
revenue bill, and great modifica- 
tion of the capital gains levy. A 
flat 18 per cent rate on corpora- 
tion income was substituted for 
the former, while a flat 15 per 
cent rate was adopted in the latter 
case. 


Additional encouragement came 
with advices from Wall Street 
that business and financial ob- 
servers are inclined to modify the 
extreme dark blue view which 
has prevailed pretty generally 
since the first of the year. 

On top of this the federal re- 
serve board announced that gen- 
eral industrial production in- 
creased about the normal seasonal 
amount during March, having 


1937 GM Sales 
Set New Mark, 
But Net Drops 


NEW YORK. — Although its 
sales during 1937 set a new all- 
time record of 2,116,897 units, the 
General Motors Corp. reported 
Monday a net income of $196,436,- 
598, or $4.38 per share, a drop of 
17 per cent under earnings for 
the previous year. 

Net income for 1936 was $238,- 
482,425, equal to $5.35 per share 
on common stock. Car and truck 
sales during 1937 were 3.9 per 
cent over the 2,037,690 units sold 
in 1936, and compare with 1,899,- 
267 units in 1929. 

The decline in earnings, accord- 
ing to the annual report issued by 
Alfred P. Sloan jr., chairman of 
the GM board, was due to sharp 
rises in costs of labor, materials, 
etc. The net earnings, however, 
were the fifth largest in the his- 
tory of the corporation, being ex- 
ceeded only by 1927, 1928, 1929 and 
1936. 

Net sales during 1937 totaled 
$1,606,789,841, an increase of 11 
per cent over the net sales of 
$1,439,289,940 in 1936, and eclipses 


(Continued on Page 12, Col. 1) 





Sales Swing Upward — 1. caitoriai 

CATTERED reports from factories, as well as a 

sprinkling of returns from states, indicate that 
new passenger car sales during March ran in the 
neighborhood of 50 per cent above the February 


total. 


In some states the upturn was as much as 75 


cent, while some individual makers reported gains 
ranging as high as 57 per cent nationally. The most 
optimistic feature of these returns, however, would 
seem to lie in the fact that pickup during March was 
progressively stronger toward the end of the month. 

Naturally, with sales running 45 to 50 per cent 
below last year’s level during the first two months 
of the year, a normal seasonal increase would not be 
indicative of any trend toward recovery. In this case, 
however, the March upturn may prove to be con- 
siderably better than seasonal, which gives rise to 
hopes that our economic picture as a whole is im- 
proving. If we go back over the past ten years the 
average seasonal upturn in March would be around 
50 per cent, which would mean that the current up- 
turn has little significance. But in this connection 

(Continued on Page 4, Col. 1) 


Ford Asks Appeals Court 
To Reopen NLRB Hearings 


DETROIT. — Fighting NLRB 
findings of Wagner Act violations, 
the Ford Motor Co. has petitioned 
the Sixth United States court of 
appeals to order reopening of 
NLRB hearings and acceptance of 
evidence suppressed or not avail- 
able last July. The petition was 
filed Monday in Covington, Ky. 

The bill, answering the board's 
appeal Jan. 6 for an order en- 
forcing its edict, charges arbitrary 
abuse of discretion by the NLRB 
examiner in suppressing and ex- 
cluding evidence. Additional testi- 
mony in behalf of the company is 
now available, the petition also 
states. 

The company declares that the 
U.A.W. produced only 29 men al- 
legedly discharged for union ac- 
tivity over a period of seven or 
eight months of intense labor 
warfare at other plants in the 
vicinity of the Ford plant, the 
discharges being at the rate of 


The Top Ten 


PASSENGER CARS 


First Ten in Registration 
as Reported in ADN Today. 
1938 1937 
Pos. Make Pos. 
1—69,192 Chev. 93,404— 2 
2—67,877 Ford 186,095— 1 
8—34,570 Plym. 87,522— 3 
4—22,200 Buick 23,034— 7 
5—15,756 Dodge 45,560— 4 
6—14,549 Pontiac 26,772— 5 
7—13,483 Olds, 23,798— 6 
8— 7,511 Chrys. 13,397—10 
9— 7,331 Pack. 14,2446— 9 
10— 6,244 Hudson 16,754— 8 


Total All Makes 
285,735 528,859 


For complete standings of ali makes, 
see Page 13, this issue. 


four men a month out of a total 
of 86,000 men, or less than five 
one-thousandths of one per cent. 

The petition asks that in re- 
opening the hearing the board be 
required to take into account the 
whole labor situation in Michigan, 
which the examiner declined to 
do and includes a 145-page day- 
to-day account of labor troubles 
in the state and nation from No- 
vember, 1936, to December, 1937. 

Witnesses not available at the 
time of the July hearing included 
some who were under arrest and 
advised by counsel not to answer 
questions, but who since have 
been freed and are ready to tes- 
tify, the petition declares. 

The board had asked the court 
to enforce its order that the com- 
pany reinstate 29 out of 34 dis- 
charged employes; cease alleged 
intimidation; and withdraw its 
influence from the Ford Brother- 
hood. 


Chrysler Seeks 


March’s 50% Gain 
Is Continuing Into 


April, Poll Shows 


ADN’s Survey of Cities 
Reveals Increased 
Dealer Optimism 


By Howard E. Hallas 
Associate Editor, ADN 


DETROIT.—A 50 per cent 
increase in Marth car sales 
as compared with February, 
plus evidence that the sharp 


upturn is continuing on a 
progressive scale in April, is re- 
vealed in a nationwide survey by 
ADN this week. 

Based on reports from nearly 
100 cities, eight states and several 
major car builders, the survey in- 
dicates that total sales for March 
may top 180,000, as compared with 
121,234 in February. 

Gains ranging as high as 64 per 
cent were reported by manu- 
facturers. ‘Total General Motors 
sales in the United States in March 
reached 100,022 units, about 60 per 
cent above the 62,831-unit figure 
registered in February. Chevrolet 
led the GM pack with a gain of 
57 per cent, registered 62,639 new 
cars and trucks during the 
month. Buick’s gain was 64 per 
cent, with 15,359 sales in March, 
against 9,344 units in the previous 
month. Oldsmobile reported a 
gain of about 50 per cent. 

Ford sales increased progres- 
sively throughout the month, 
with sales for the last 10-day 
period being 53 per cent above the 
previous period and 65 per cent 
over the first 10 days of the 
month. Total gain for the month 
was about 30 per cent. Dealers’ 
used car sales reached a record 
122,000 for March, against 77,000 
in February. 

Packard sales for the month 
were 5,602, about 38 per cent over 
February; Dodge registered a 35 
per cent rise, with 19,778 against 
14,617; Studebaker sold 4,046 for 


(Continued on Page 2, Col. 1) 


U.S. Ruling 


On New Dealer Contracts 


against the government under the 


WASHINGTON. — Retaliating 


against the government’s attack 
on the finance systems used by 
Chrysler, Ford and General Mo- 
tors, a “declaratory judgment” 
ruling is being sought here in 
Federal district court by the 
Chrysler Corp. 

Naming Attorney General Ho- 
mer S. Cummings as respondent, 
the petition asks that the court 
declare that the corporation’s car 
financing contracts with its deal- 
ers are legal and do not violate 
the Sherman Anti-Trust Act. 


The action, first of its kind filed 


four-year-old Declaratory Judg- 
ment act, is regarded as partic- 
ularly important. It is also the 
first attempt to use the act in an 
anti-trust case, and if Chrysler 
wins it may set up a new system 
of adjusting difficulties between 
big business and the government. 

Claiming it has no interest in 
and no contractual relations with 
any finance company, the Chrys- 
ler Corp. states in its petition 
that it “desires to obtain an ad- 
judication as to the propriety of 

(Continued on Page 13, Col. 1) 





Sharp Upturn in Car Sales Shown in ADN Poll 
50% Gain Seen 


March’s 
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Continuing Into April 


(Continued from Page 1) 


a gain of 30 per cent, and the 
Hudson gains were close to 50 
per cent for the month. 

A survey of March registrations 
in nearly 100 cities, widely 
scattered throughout the country, 
shows an average urban-area in- 
crease of 50 per cent over Feb- 
ruary. 

Twelve representative cities, 
showing the national urban trend, 
are as follows: 

Washington, D. C., March up 
67 per cent over February. Birm- 
ingham, Ala., up 38; Chicago, up 
54; Indianapolis, up 50; Louisville, 
up 9; Detroit, up 11; St. Louis, up 
7; Cleveland, up 54; Memphis, up 
40; Dallas, up 25; Salt Lake City, 
up 30, and Richmond, up 33. 

A similar trend is observed in 
registrations for the eight states 
thus far reported for March. Only 
populous state yet listed is 
Illinois up from 9,009 in February 
to 14,444 in March, an increase of 
60 per cent. North Dakota’s gain 
was 75 per cent; District of Co- 
lumbia’s, 70 per cent; Delaware's 
59 per cent; North Carolina’s, 29 
per cent; South Carolina’s 21 per 
cent; Utah's 29 per cent, and West 
Virginia’s about 33 per cent. Total 
registrations for the eight states 
for March reached 15,236 units, an 
increase of more than 53 per cent 
above the 8,165 total for the same 
states in February. 

Following are concise reports 
from ADN correspondents in 
various cities: 


Seattle 
By D. M. Trepp 
Staff Correspondent, ADN 

SEA .—An increase of 55 
per cent over Fébruary registra- 
tions in King county shown in 
new -passenger car sales for 
March, when 693 units were sold, 
as compared with 446 during the 
previous month. Sales during the 
month, however, were consider- 
ably under March, 1937, when 
2,117 units were sold. 

March sales in Seattle alone 
totaled 200 units. 

Even more encouraging were 
early reports on April sales in 
this area. Thus far registrations 
are running three times the 
March totals, while four leading 
dealers report sales only 12 per 
cent under last April. 


San Antonio 
By B. C. ete 
Staff Correspondent, AD 
SAN ANTONIO, Tex. — While 
still below March a year ago, new 
car sales here for March totaled 
708 units, the best month since 


August, 1937, and showing a 
marked improvement over sales 
for January and February. 

Of particular note is the fact 
that sales of cars in the medium 
and better priced groups showed 
up better than those in the low- 
est priced brackets. General busi- 
ness conditions continue good and 
dealers anticipate continued im- 
provement in sales during April 
and May. 


New York 
By Gene McCoy 
Staff Correspondent, ADN 

NEW YORK. — Although com- 
plete new car sales figures for 
March are not yet available, 
Sherlock & Arnold reports for the 
first three weeks of the month, 
sales of 5,586 units, against 5,015 
units in the comparable February 
period. Figures for the last week 
of the month are expected to 
further widen the March margin. 

While dealer inventories are in 
general very low, the sales pic- 
ture is somewhat spotty. Cadillac 
reports a 16 per cent gain for the 
first quarter; Plymouth has taken 
the sales lead, and Buick is hold- 
ing third place. Used car sales 
have been exceptionally good. 


Akron 
By Rex McConnell 
Staff Correspondent, ADN 

AKRON, O.—A new high for 
the year in automobile sales was 
recorded here last week. 

Sales of used cars totaled 425, 
a gain of 27.2 per cent over the 
previous week’s mark of 334, 
Harry Bennett, secretary of the 
Akron District Automobile Deal- 
ers Assn., said. 

New car sales in the same 
period jumped 12 per cent, the 
number rising from 122 to 137 last 
week, he said, crediting the re- 
cent National Used Car Ex- 
change Week as the impetus 
which started cars rolling out of 
showrooms and display lots. 


Dayton 
By Patricia Doughty 
Staff Correspondent, ADN 

DAYTON, O.—New car sales in 
March were sharply ahead of 
February, according to the month- 
ly list of registrations prepared 
by J. Clarence Shaeffer, county 
clerk of courts. 

After sales had declined to 366 
cars in the second month of the 
year, increased buying boosted 
the total to 649 in March. 

Following is the complete list 
of new car registrations: Chev- 
rolet, 200; Ford, 134; Plymouth, 


Ford New Car Sales Gain 
30%, Used 60% in March 


DEARBORN. 
first evidence of a substantial im- 
provement in motor car sales this 
year, Ford dealers throughout 
the United States this week re- 
ported a sharp increase in new 
car sales during the last 10 days 
of March and record used car 
sales during the month, accord- 
ing to a Ford Motor Co. announce- 
ment. 

New car sales at retail in the 
last 10-day period of March 
reached a total of 21,458 units, a 
53 per cent gain over sales dur- 
ing the second 10-day period and 
a 65 per cent increase over sales 
in the first 10 days of the month, 
the announcement said. 

The total for the month was 
48,436 units, which was 30 per 
cent greater than the total for 
February of 37,110 units. 

Improvement in used car vol- 
ume was double that for new cars. 
Used car sales volume for March 
total 122,000 units against 77,000 
in February, an increase of 60 
per cent, reflecting results of the 


intense used car sales drive con- 


— Reflecting the 


ducted by Ford dealers during 
National Used Car Exchange 
Week, Mar. 5-12. 

As a result of this, Ford deal- 
ers enter the second quarter with 
substantially reduced used car 
stocks for the first time in recent 
years. Total used car stocks in 
Ford dealers’ hands on Apr. 1 
were 40,000 units less than a year 
ago. 

The new car sales reports in- 
dicated that the volume had im- 
proved rapidly during March. 
Sales during the first period were 
at the rate of 1,438 units per day, 
during the second period at the 
rate of 1,753 units per day and 
during the third period at the 
rate of 2,148 units per day. 

Retail sales of Lincoln-Zephyr 
motor cars also showed a marked 
improvement. Sales in the last 
10 days of March were 689 units 
as against 491 units for the sec- 
ond 10-day period. The total for 
the month was 1,640 units, against 
1,508 for February. 





BRONZE PLACQUE, awarded by CIT Safety Foundation to pro- 
ducers of “the most effective motion picture on traffic safety,” is ac- 
cepted by B. E. Hutchinson, left, chairman of board, Plymouth Motor 
Corp. Arthur O. Dietz, trustee of the Foundation, presented the 
placque for Plymouth’s latest safety film, “The Chance to Lose.” 


Chicago’s Car Sales Reach 
Highest Point Since Sept. 


Special to Automotive Daily News 
CHICAGO.—Turning in the best | 
showing of any month since last 
September, new car registrations 
in Cook county (Chicago) for 


March totaled 7,311 units, a gain 


59; Pontiac, 38; Terraplane, 2; 
Dodge, 33; Hudson, 5; LaSalle, 5; 
Packard, 26; Lincoln, 5; Stude- 
baker, 10; Buick, 43; Oldsmobile, 
25; Chrysler, 16; Graham, 3; 
De Soto, 10; Nash, 9; Cadillac, 1; 
LaFayette, 4; Willys, 3; motor- 
cycles, 18. 


Kansas | . 
. H. James 
Sf » Rach vot « nt, ADN 

KANSAS CITY.—March regis- 
trations here included 1,450 cars 
and 185 trucks, against 1,462 cars 
and 196 trucks in February. Sales 
in March last year totaled 2,051 
cars and 288 trucks. 

Dealers here are optimistic, and 
blame unseasonable weather for 
tardiness of the usual spring 
spurt. 


Nebraska 

By G. W. Kline 
Correspondent ADN 

LINCO The automo- 


bile industry, i. to re- 
ports from various sections of 
Nebraska, is swinging into cus- 
tomary stride. Dealers report in- 
creased sales in both new and 
used cars, with a marked increase 
in repair and overhaul jobs. 
Leading in the revival is the de- 
mand for new and used trucks. 

The winter zero dip in unem- 
ployment is over, another en- 
couraging factor. There is demand 
for men from the farmers, and 
the industries are putting on 
more help. Buyers are respond- 
ing to the encouraging reports, 
and the demand is now reaching 
the dealers. 


Sta 


New Orleans 
By Gordon Hebert 
Staff Correspondent, ADN 

NEW ORLEANS.—March pas- 
senger car sales here held about 
at February levels, with 415 units 
being registered, against 428 units 
during February. Truck units ran 
82 in March, against 105 in Feb- 
ruary. 

Dealer stocks of used cars, 
however, are extremely low, and 
from all indications April should 
be one of the best months since 
last fall. 


Denver 
By Ira Alexander 
Staff Correspondent, ADN 

DENVER.—New passenger car 
registration here in March to- 
taled 551, against 542 units in 
February. Used car sales, in- 
creased about 30 per cent during 
the month, with the outlook for 
April bright. 


of nearly 3,000 over the 4,355 figure 
for February. A year ago the 
March total reached 7,545. 

For the first quarter of this 
year, 18,770 new cars were regis- 
tered in the county as against 
35,100 a year ago. 

Every make of car came through 
with a gain in March over Feb- 
ruary, and every make except 
Hupmobile and Bantam fell be- 
hind March, 1937, the bureau of 
motor advice compilations re- 
vealed. 

Chevrolet was well out in front 
last month with 1,502 units, Ford 
second with 1,163, Plymouth third 
with 903, Buick fourth with 798, 
Dodge fifth with 562, Pontiac 
sixth with 536, Oldsmobile seventh 
with 421, Packard eighth with 317, 
De Soto ninth with 223, and Nash- 
LaFayette tenth with 185. 

Next in order came Chrysler 
with 180, Studebaker with 135, 
Cadillac-LaSalle with 131, Hudson- 
Terraplane with 121, Lincoln- 
Zephyr with 74, Willys with 39, 
Graham with 25, Hupmobile with 
4, and Bantam with 1. 


Army to Experiment 


With Bantam Chassis 


BUTLER, Pa.—The American 
Bantam Car Co. has sold three 
chassis to the United States army 
for experimental purposes, ac- 
cording to Roy S. Evans, presi- 
dent. 

Because of maneuverability and 
low gasoline consumption, Evans 
believes the light chassis will be 
ideal for mounting machine guns, 
for signal corps work, etc., for 
national defense purposes. 


Chevrolet Sales 
In March 57.2% 
Over Feb. Total 


DETROIT. — Chevrolet dealers 
sold 62,639 new cars and trucks 
in March, according to an an- 
nouncement by Chevrolet Motor 
division officials this week. This 
was 57.2 per cent increase over 
the sales total for February. 


A feature of the sales total piled 
up by Chevrolet dealers in March 
was that during the final 10-day 
period 27,606 new cars and trucks 
were sold, which constituted 78.8 
per cent of the total for the first 
20 days of the month, indicating a 
firmer market for new units as 
spring arrived. 

The March used car sales of 
Chevrolet dealers totaled 130,788, 
according to the announcement, 
an increase of 11.9 per cent over 
the February total of 116,915. This 
was the thirty-seventh consecutive 
month that Chevrolet dealers sold 
in excess of 100,000 used cars, and 
gave them a grand total of used 
car sales during the last 37 
months of 5,630,886. 


Olds Resumes 
Operations As 


Sales Gain 50% 


LANSING. — Operations were 
resumed by three automotive 
plants here this week, following 
sharp sales increases. 


Oldsmobile and Fisher Body 
plants here resumed operations 
Wednesday, while Reo Motor Car 
Co. stepped up production on the 
wave of increased sales. 


Oldsmobile’s schedule calls for 
three days weekly, with Fisher 
Body scheduled for three and one- 
half days per week, since this 
plant also makes bodies for La- 
Salle as well as Oldsmobile. 


Oldsmobile’s sales in March 
gained around 50 per cent over 
February, officials reported. 


IHC Erecting Building 


for Tulsa Exposition 


TULSA, Okla.—A new perma- 
nent building, together with ad- 
joining lot, will be devoted to a 
greatly enlarged International 
Harvester exhibit at this year’s 
International Petroleum Exposi- 
tion here May 14-21. 

An all-steel structure with con- 
crete floor, 50 by. 70 feet in size, is 
now being built on the new east- 
side section of the grounds to 
house truck displays, etc. North 
of the building is a lot 40 by 70 
feet in which heavier types of 
equipment, especially a variety of 
tractors and motor trucks rigged 
up for oil field work, will be 
shown. 





Buick’s Sales Rise 64%; 
Used Stocks Cut Heavily 


FLINT.—Registering a 64 per 
cent increase over the previous 
month, domestic retail deliveries 
of Buick cars during March 
totaled 15,359 units, with a sharp 
upturn in sales encountered dur- 
ing the last 10 days of the month. 

W. F. Hufstader, general sales 
manager, said that the month’s 
volume compared with 9,344 cars 
delivered in February, a gain of 
6,015 units or 64.4 per cent, and 
with 20,966 in March a year ago, 
a decline of 5,607 units or 26.7 
per cent. 

The March sales brought the 
total for the first quarter to 34,- 
138 units as against 36,630 in the 
first 1937 quarter. 

Used car sales likewise showed 
an increase during the month, 


Hufstader said, 32,719 having been 
sold by Buick dealers throughout 
the country, against 25,004 in 
February and 30,067 in the cor- 
responding 1937 month. 

Meanwhile, March sales ap- 
peared as at least a partial indi- 
cation of the anticipated spring 
upturn in automobile sales, 
Buick’s 64 per cent gain over 
February comparing with what 
is considered a normal March in- 
crease of about 75 per cent. At 
the same time, this Buick entered 
April with a larger bank of un- 
filled retail orders. 

Hufstader said that March 
business was characterized by 
marked improvement in sales in 
the eastern area, where unit 
volume was up 75 per cent over 
February. 





1,052 Make Chevrol 


let's All-America Selling Team 
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Aims, Ambitions of Group 


Are Explained by Officials 


DETROIT.—Unique among the organizations of the 
automobile industry is the All-America Selling Team of 


the Chevrolet Motor Division. 


The spotlight was focused upon this group recently 
when annual meetings were held in the nine regional cities 


of the company and in Detroit for members from the 
5 Sennen 


central office. 

Last week ADN carried 
a short news story telling of 
the Detroit meeting, which 


was attended by 90 mem- 
bers, and calling attention to the 
fact that 1,052 men of Chevrolet 
were selected to membership 
nationally for their meritorious 
work during 1937. The opportu- 
nity is presented now to ADN to 
answer inquiries about the All- 
America Selling Team by printing 
the story more fully, in pictures 
and type, as to just what this 
organization is and what makes 
it tick. 

It was founded four years ago 
by W. E. Holler, general sales 
manager of Chevrolet, and is 
based upon “service above and 
beyond the call of duty.” The 
members are selected annually by 
a board of directors from the 
ranks of the wholesale division in 
each region and in the central 
office. 

Few Are Honorary 

Those honored, by selection are 
given the gold key of the organi- 
zation and the certificate of mem- 
bership at the annual banquets. 
Only a few men outside of the 
sales department of the company 
have been made honorary mem- 
bers—A. P. Sloan jr., Donaldson 
Brown, W. S. Knudsen, R. H. 
Grant, M. E. Coyle and John J. 
Schuman jr. 

When the annual awards are 
made, one of the officers of the 
association tells of its aims and 
purposes as part of a dignified 
ritual that is impressive with 
symbolical references. The name 
of the society, Pi Alpha Pi Epsi- 
lon, is explained as also are the 


torch on the gold key, its diamond 
light and spread wings. 

As far as the member goes, he 
is elected solely for his high class 
work during the previous year 
and he is advised of his selection 
only when he receives an invita- 
tion to attend the annual ban- 
quet. At that meeting he is pre- 
sented with the tangible evidence 
of membership in the All-Amer- 
ica Selling Team and hears an 
outline of the philosophy that 
actuates the organization. 


Signed by Officers 

Upon investigation, he can 
ascertain that his honor society is 
incorporated as a separate body 
under the laws of the Michigan 
and that his neat diploma has 
been signed by the national 
officers, W. E. Holler, president; 
Felix Doran jr., Thomas Keating, 
W. G. Lewellen and J. E. John- 
son, vice-presidents; C. P. Fisken, 
secretary, and M. D. Douglas, 
treasurer. If that last title ex- 
cites his curiosity, he may be re- 
lieved to find out that there are 
no dues. 

When an opportunity is given 
for the average new member to 
read his diploma of membership 
his eye is caught by the small 
type beneath the stated fact that 
he is a member of the All-Amer- 
ica Selling Team—‘in recognition 
of his having displayed efforts 
above and beyond the call of duty 
in his discharge of his responsi- 
bilities and of his having demon- 
strated true leadership in inspir- 
ing his associates to the joint 
accomplishments of their common 
objectives.” 

The chances are that he reads 


(Continted on Page 11, Col. 1) 
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CHARTER FOR All-America Selling Team Assn., as granted 


the State of Michigan. 


All-Ameriea 
Exeeutives 


W. E. Holler 
President 
All-America 
Selling Team 
Assn. 


Felix Doran jr. 
Vice-President 
All-America 
Selling Team 
Assn. 





T. H. Keating 
Vice-President 
All-America 
Selling Team 
Assn, 


W. G. Lewellen 
Vice-President 
All-America 
Selling Team 
Assn. 


J. E. Johnson 
Vice-President 
All-America 
Selling Team 
Assn. 





C. P. Fisken 
Secretary 
All-America 
Selling Team 
Assn, 


M. D. Douglas 
Treasurer 
All-America 
Selling Team 
Assn. 


M. E, Coyle 
General Manager 
Chevrolet Division, GMC 


right: W. G. Lewellen, Chevrolet 
Bostian, and Holler. 
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SWORD OF LEADERSHIP presentation to William E. Holler, 
general sales manager of Chevrolet, by Kenneth D. Bostian, of In- 
dependence, Mo., representing the Kansas City zone dealers. Left to 


assistant general sales manager; 





Vauxhall Eng 


ineer Lauds 


Work of U. S. Parts Makers 


By Chester S. Ricker 

DETROIT. — The many ad- 
vantages which American parts 
manufacturers have given the 
motorist were strikingly shown 
here last week in a paper pre- 
sented by Alex Taub at the pas- 
senger car meeting of the Society 
of Automotive Engineers. 


Taub, chairman of the Detroit 
section of the SAE in 1931-32, at 
which time he was development 
engineer for Chevrolet, has been 
development engineer in England 
for Vauxhall Motors, Ltd., for 
several years. 


Contrasting American and Eng- 
lish practice, Taub said that in 
England changes are made as fast 
as they can be absorbed. In Amer- 
ica... the merchandising groups 
create public acceptance of new 
practices. Thus we see daily the 
battle of the billboards and must 
take a dose of it every time we 
turn on the radio. Super-selling 
is conssidered foolish in England. 

Causes Excess Wear 

High viscosity oil, he said, has 
caused excessive wear in English 
engines. The biggest seller in Eng- 
land was an SAE 60 oil sold by 
brand, not viscosity. Starting was 
difficult and cylinder wear exces- 
sive. 

The first introduction of 20-30- 
40 SAE grades with easier start- 
ing engines and less wear, came 
in 1937. But when cylinders were 
adequately lubricated the piston 
rings could not cope with the 
adequate lubrication or control 
“blow-by.” This focused atten- 
tion on ring design. The English 
at first refused to follow Ameri- 
can practice. ‘“Platitudes, how- 
ever, never work in engines and 
we needed rings, good ones; and 
now we are getting them.” 

Taub recommends for long en- 
gine cylinder life: 

1 Thermostatically controlled 
cooling for the water, not less 

than 145° and 165° preferred. 
Crankcase ventilation to dis- 
sipate gas blow-by and elim- 

inate contamination of the oil. 

3 Adequate cylinder lubrication 
—a copious supply. 

A, Complete control of oil at the 
piston rings, not at the source 

of supply. 

5 Control of blow-by at the pis- 
ton rings. 

Because of inadequate lubrica- 
tion, cylinders often wear a thou- 
sandth of an inch in 2500 miles, 
Taub pointed out. 

Ratios Another Cause 

Carburetion is another cause of 
engine wear. A difference in mix- 
ture ratios, changing from 14 to 
1 ratio to 12 to 1 ratio “effected 
bore wear at the startling rate 
of 3 to 7 times.” “Lean mixtures 
favor low wear.” 

“The automotive industry has 
been for years at the mercy of 
the carburetor men and if their 


reign of terror has been filled 
with bad mileage and flat spots, 





it is because too often we have 
demanded that the carburetor 
cover up engine weaknesses or 
errors. Lean mixtures and low 
voltage at the spark plugs in com- 
bination is about the worst pos- 
sible condition for operation or 
economy.” 

Taub reviewed piston ring de- 
velopment very fully. From 1920 
to 1927 pot cast rings had uniform 
radial pressure and an average 
diametral tension of 7 to 9 pounds. 
From 1927 to 1932 individually cast 
rings gave longer life and less 
blow-by. Average tension 9 to 11 
pounds. Crankcase ventilation was 
introduced. Since 1932 ring ten- 
sion has increased to 16 or 18 
pounds, rings are individually cast 
and have controlled radial pres- 
sure. During the latter period en- 
gine speeds have increased and 
blow-by has become a_ serious 
problem. 

Crankcase ventilation can han- 
dle one-half to three-quarters cu- 
bic foot of blow-by per minute. A 
typical experimental engine ran 
under one cubic foot up to 2,000 
r.p.m., 1% up to 3,200 then a 
break through occurred and it ran 
up to 414 cubic feet per minute. 
This explains why oil consump- 
tion is excessive above some criti- 
cal speed on every engine. 


Should be Must 


Following are some of Taub’s 
comments: 

Use of alcoholized fuels in Ger- 
many causes as much as 400 per 
cent increase in cylinder wear. 

High cylinder wall temperature 
uniform throughout should be a 
must. 

Pinning piston rings often turns 
a bad job into a good one. Oil 
should circulate through rings and 
piston. Holes may eventually re- 
place slots in rings. 

Timing is the most potential of- 
fender against burnability ... 
Automatic valve clearance adjust- 
ers, allowing zero for clearance 
for tappets and minimum overlap, 
always give a stable slow running 
and an improvement in economy. 

Mufflers and exhaust systems 
need careful attention. We have 
observed on small engines four 
miles’ per gallon difference be- 
tween two acceptable exhaust 
silencers without any change in 
carburetor or ignition. 


Sharon Steel Operations 
Highest in 3 Months 


SHARON, Pa.—Industrial oper- 
ations here this week will rise to 
the highest level in three months. 

The Sharon Tube Co. plant, idle 
since December, has resumed op- 
erations, with 85 employes re- 
called. Sharon Steel Corp. will op- 
erate all of the finishing mills at 
the local plant. 

Seven open hearths will be in 
production at the Farrell works 
of the Carnegie-Illinois Steel 
Corp., with 30 tin mills operating 
15 turns. Other plants continue 
on last week’s schedule. 
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Sales Swing Upward 


(Continued from Page 1) 


it must be considered that a 10-year average would 
include eight years during which new cars were 
announced in January. 


Starting with 1935, automobile shows were held in the 
fall for the express purpose of eliminating the sharp 
spring bulge in sales which had resulted in sharp peaks 
and valleys in production. As a result of the fall intro- 
duction in 1935 the upturn in March, 1936, and March, 
1937, over February, has averaged about 68 per cent. In 
these latter two years the trend has been blurred by out- 
side influence. In 1936 Chevrolet, one of the biggest pro- 
ducers, was slow getting into production during the first 
two months. Last year the trend was completely offset 
by labor strife. Whether this year’s upturn is above or 
below normal still remains to be seen. In any case, it’s a 


good upturn. 
A RECENT survey on the automobile market conducted 
by the Milwaukee Journal in co-operation with Cramer- 
Krasselt advertising agency and the Milwaukee Automo- 
tive Trades Assn. is one of the most complete from an 
information standpoint that we have seen. The survey 
covered a little better than 1,600 readers of the Milwaukee 
Journal, 360 of whom do not own cars at the present time. 


Among the facts brought out are that 39 per cent of 
the owners of cars originally purchased as used cars have 
vehicles more than seven years old. Another angle brought 
out is that the bulk of used cars now in operation in the 
city were originally purchased for less than $200 apiece. 
Strangely enough, however, the bulk of used car buyers 
indicated that they would purchase used cars valued be- 
tween $200 and $400 in the future. 


As an indication of what we may expect in the way of 
sales the percentage of both new and used car owners who 
plan to purchase a new car or a better used car this year 
is relatively low, but approximately 35 per cent indicated 
that they had not definitely decided. On the other hand 
a heavy percentage of those who have no cars at present 
indicated that they did intend to buy this year. 

Price seems to be one of the biggest factors in selecting 
a new car or a better used car. Better than 50 per cent of 
present owners and those who are thinking of buying in- 
dicated this in their replies. In the new car buyer field it 
would seem that the reputation of the manufacturer is one 
of the most important single factors; about 70 per cent of 
present owners stated that they were swayed by this 
consideration. 

The survey goes into further detail regarding dealer 
activities and salesmen’s activities and will be presented 
more completely in a forthcoming issue of ADN. It is 
our opinion that newspapers who already have done such 
valiant service for the industry could add to their laurels 
by conducting similar studies in other cities. 


A Survey on Selling 


Union leaders in 

Gone wou! Detroit fell into| 

* a pretty trap 
this week when they called a 
strike of all street railway “plat- 
form men.” They apparently 
failed to take into consideration 
the fact that the present-day 
street car is about as antiquated 
as the horse-car was 20 years 
ago. Fast motorized buses riding 
on rubber, picking up passengers 
at the curb and stopping and 
starting silently, parallel most 
of the trolley lines. Both are 
municipally owned, the only dif- 
ference being that the street car 
collects a 6-cent fare while the 
bus collects 10 cents. 
cd * o* 

THE TIME was when the 
stoppage of street car service 
in a major city like Detroit 
would have forced the city to a 
complete standstill. Motorized 
transportation in buses and by 
courtesy of private passenger 
cars carried people to and from 
their work Thursday with so 
little commotion that even the 
schools reported only normal 
absentees and little more than 
normal tardiness. 

* Oo of 

THURSDAY NIGHT Detroit 
newspapers were ringing with the 
loud acclaim of.the public at the 
vast improvement which the 
stoppage of the old electric tram 
cars had shown. The union lead- 
ers could not possibly have dem- 
onstrated in a more convincing 
way to the citizens of Detroit that 
the only place for an old-fash- 
ioned electric street car is in its 
final resting place as a hot-dog 
restaurant. Hundreds of phone 
calls and letters advised the 
mayor to abandon the tracks and 
trolley lines and thus save the 
jangled nerves of Detroiters 
whose homes or offices are with- 
in earshot of the rumbling and 


screeching of the trolley cars. 
oe * ca 


WE HAVE argued for a long 
time that one of the most stupid 
things the motor capital of the 
world ever did, was to buy at 
high cost the franchises and 
equipment of the old privately 
owned street railways system 
in Detroit. Detroit should long 
ago have led the other major 
cities of the world in modern, 
efficient motorized transporta- 
tion and in elevated highways. 
There is not a piece of motor- 
ized equipment sold anywhere 
in the world that does not con- 
tain a goodly amount of prod- 
ucts of Detroit factories and 
represent wages paid to Detroit 
workmen. 

ok on * 

BUT SO MUCH for the strike 
here, as it is in no way affecting 
motor car production and the net 
result can only be keener appre- 
ciation of the part the gasoline 
motor has come to mean in pub- 
lic or private transportation. Per- 
haps we should say something 
about business in this Detroit 
area. I would report that the 
barometer rose perceptibly this 
week. ADN’s mid-week statement 
that production would be up 20 
per cent was heralded far and 
wide. On the ticker tapes, in 
newspapers and quoted over ra- 
dio stations, coast to coast. Ac- 
tually we are proud that ADN 
has attained the position where 
it is quoted as the voice of au- 
thority and, believe you me, we 
are fully cognizant of the respon- 
sibility that places upon our 
shoulders, to state the facts 
clearly, accurately and always 
without bias. So far our boys who 
use the adding machines and slide 
rules have been so fair and ac- 
curate that they are getting their 
information largely directly from 
responsible sources with the full 
authority of the individual manu- 
facturers. Our Wednesday edition 
(the little pink sheet) has become 
the most important service ever 
rendered in this industry.—G.M.S. 
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The views expressed in this column are those of our readers. 
Anonymous contributions will not be accepted but confidence will 


be observed upon request. 


fanher Plan 


Better than 11 years as an 
automobile salesman, with its 
spasmodic and sporadic ups and 
downs (mostly the latter), has 
been conducive to extensive and 
intensive thinking apropos the 
evils of this business, ultimately 
arriving at a theory relative to a 
remedy. The viciousness as well 
as the theoretical remedy are sub- 
mitted for your consideration: 


First: New automobiles of the 
same make, model and body style 
have four different prices: namely, 
(a-b) Two different prices in the 
National Used Car Report “blue 
book” (factory delivered price as 
well as f.o.b. factory price); (c) 
Delivered - to- destination price 
which includes freight to desti- 
nation, plus any local taxes; (d) 
Padded or unpadded price. 


Unstable Allowances 

Second: These unstable prices 
on new cars create unstable trade- 
in allowances on used cars: (e) 
Depending upon the nearness or 
remoteness of buyer from the 
point of manufacture of the new 
car; (f) Depending upon the lack 
or amount of pad placed on the 
new car price: (g) Depending 
upon the price bracket, of the 
new car, the used car owner in- 
tends to purchase in. 

Third: “E” in the above per- 
mits and encourages strictly used 
car dealers, in remote cities, to 
buy low-priced used cars in points 
in proximity to factories (where 
used car prices most likely are 
low), ship these cars to their re- 
spective remote home cities and 
underprice used cars advertised 
by new car dealers; “F” in the 
above introduces  horse-trading 
tactics analogous to those of 
roving gypsies; “G” in the above 
permits dealers in the higher- 
price bracket to over-allow on a 
trade-in and, subsequently, under- 
price the prevailing market when 
advertising that identical trade- 
in. 

Fourth: There are inadequate 
facilities to dispose of the third- 
or-fourth traded-in car (the so- 
called process of trading down). 
This last is usually a junker. 
Despite the $25 to $50 most likely 
allowed on this junker, it usually 
finds its way to a salvage com- 
pany (after three or four months 


of resting on the new car dealer’s 
lot) at a price of $7 to $15, repre- 
senting a dead loss to that dealer. 
Most frequently the salvage com- 
pany removes parts from a similar 
junker, puts one junker in run- 
ning condition, sells this junker 
again for $50 or $75, thereby in- 
troducing another hazardous 
junker to the highways and by- 
ways instead of assigning it to 
the scrap iron pile. The one who 
purchased this botched-up junker, 
from the salvage company, uses 
it for about a year, subsequently 
trading it back to some unwary 
dealer who probably allows $25 to 
$50 as part payment on the 
higher-priced used car. A vicious 
cycle. 

Retail men will generally ac- 
cept the above resume as sub- 
stantially correct for some of the 
evils. Now for a possible solu- 


tion: Why Not Cars? 

Chewing gum, Coca-Cola, stand- 
ard makes of watches, safety 
razors, custom suits, shoes, hats, 
etc., ad infinitum, are sold at an 
advertised price anywhere in the 
United States. Why not automo- 
biles? Why should John Doe in 
San Francisco pay more for a 
new car than Mary Deer pays for 
the same model and style car in 
Detroit? Doe gets no more car 
for his larger price. His chewing 
gum, so to speak, is no sweeter. 
But he is penalized for, by a 
fluke of fate, living at a remote 
point; whereas Mary Deer is 
favored with a lower price by her 
residence being in Detroit. 

A factory could establish the 
freight to the most remote point 
in the United States; add that 
figure to a particular model; ad- 
vertise that model at that estab- 
lished price anywhere in the 
United States, (local taxes extra). 
That would stabilize new car 
prices, reduce or eliminate the 
practice of padding. Used car al- 
lowances would automatically in- 
cline toward stabilization. 

The factory then paying all 
freights, subsequently charging 
the same freight to all dealers ir- 
respective of location. In the case 
of Ford, Chevrolet, etc., (despite 
their branch assembly plants) 
freights could be computed from 
Dearborn only and Flint only. 

Now, what about profits fac- 

(Continued on Page 11, Col. 4) 





February 


Special to Automotive Daily News 

WASHINGTON.—Whatever the 
condition of the domestic market, 
exports of all automotive prod- 
ucts during the first two months 
of this year were far greater than 
in the corresponding period of 
last year, the U. S. commerce de- 
partment disclosed this week. 

In January and February for- 
eign shipments were valued at 
$64,422,565, or 16 per cent above 
last year. The February total of 
$28,990,987, while 18 per cent 
under January’s figures, was 7 
per cent better than February of 
last year. 

February foreign purchases of 
passenger cars accounted for 17,- 
114 units, valued at $10,990,251, 
compared with 21,617 and $13,- 
099,594 in January and 16,901, 
worth $10,423,387, in February a 
year ago. The Union of South 
Africa and Argentina still re- 
mained the largest markets, fol- 
lowed by Sweden, Belgium, Can- 
ada, United Kingdom, Australia, 
Brazil, Cuba and Mexico. 

Truck and bus shipments totaled 


Graham Outlook 
Bright as Sales 


Continue to Gain 


DETROIT. — While automobile 
registrations of 42 states were 
showing a 60 per cent gain in Feb- 
ruary over the preceding month, 
Graham sales went up 65 per cent 
for the same period, according to 
reports which F. R. Valpey, vice- 
president and general sales man- 
ager, is sending to Graham deal- 
ers. 

Valpey has just returned from 
the West coast where he spent 
more than two weeks visiting dis- 
tributors and dealers. He says 
the prospects for Graham’s spring 
quarter are encouraging and that 
in spite of the recent floods, Cali- 
fornia remains one of the white 
spots on the business index map 
of the country. 

“In Southern California the ef- 
fects of the flood are scarcely 
noticeable and considerable new 
building is in prospect for the im- 
mediate future,” Valpey said. 
“Floods in Northern California 
have done some crop damage but 
agriculture has been more bene- 
fited than hurt by the excess 
water because the pumping level 
has been raised from a danger- 
ously low point to which it had 
dropped as a result of several 
years of sub-normal rainfall. 


Packard Adopts 
Grille Shutters 


DETROIT. — The Packard Mo- 
tor Car Co. has adopted for all 
of its cars automatic radiator 
shutters to turn radiator grille ap- 
pearance to a useful purpose. 

The shutters, which are opened 
and closed automatically by a 
thermostat in the radiator, pro- 
tect the radiator from injury by 
any flying object in the same man- 
ner that a grille would. At the 
same time they serve to keep the 
engine temperature always at the 
most efficient point. The shutters, 
which have been used on the larg- 
er Packards for years, were 
adopted this year for all models 
of the six and eight. 


Ark. Governor Signs 


Two Truck Measures 


LITTLE ROCK, Ark.—Gov. Car] 
E. Bailey has signed Act 5 to 
eliminate provision of highway 
code requiring air brakes on cer- 
tain types of trucks. 

The chief executive also signed 
Act 13 to fix truck licenses on.a 
designated capacity instead. of 
load basis. 


Under January 


But Still Better than 1937 
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Automotive Exports | 16 Per Cent Over Year Ago 


12,270 units, worth $7,736,080, com- 
pared with 17,605 units valued at 
$9,918,602 in January and 10,482 
and $5,991,091 in February, 1937. 


The decrease from the January 
total was due entirely to small 
shipments in trucks under 1% 
tons since demands for heavier 
capacity trucks and bus chassis 
were substantially improved. Ar- 
gentina led in this classification 
of buyers, followed by Japan, 
China, Belgium, Union of South 
Africa, Venezuela, British India 
and Sweden. 


Exports of automotive products, 
falling in the miscellaneous classi- 
fication, had a valuation in 
February of $10,264,656, against 
$12,413,382 in January and $10,- 
566,850 in February last year. 
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AMA Special Wins 


Collision Damages 


BUFFALO.—Construction 
details of the Zimmerman- 
Amrad, one of the nation’s 
lesser-known cars, were re- 
vealed here in court this 
week when Paul N. Zim- 
merman was awarded $76 
for damages to his 1925-1935 
model sustained in a col- 
lision. 

Zimmerman told a fury 
that the Amrad started out 
as a 1925 Chevrolet, then he 
installed a 1934 Chrysler 
motor, a 1935 Plymouth 
driveshaft, a 1934 Chevrolet 
frame, a 1929 De Soto body, 
a 1929 Stutz radiator and 
Auburn brakes. 

He said that Amrad stood 
for “American Radiator hot 
water boiler.” 








Parts Assn. Index Declines 


To 88% During February 


NEW YORK.— Replacement 
parts shipments and accessories 
increased a few points in Feb- 
ruary, while a decline was reg- 
istered in original equipment and 
service equipment shipments, the 
Motor & Equipment Manufactur- 
ers’ Assn. reports. All indices are 
below last year for the same 
month. 


The grand index for all branches 
of the industry in February 
dropped to 88 per cent of the 
January, 1925, base as compared 
with 96 per cent for January and 
152 per cent for February, 1937. 

Shipments to vehicle manufac- 
turers for original equipment in 
February declined to 83 per cent 
of the base, which compares with 


93 per cent registered in January 
and 166 per cent for February 
last year. 

Service parts shipments to 
wholesalers for February rose to 
107 per cent from the 102 per 
cent indicated in January. In 
February, 1937, the index stood 
at 131 per cent. 

Accessories shipments to whole- 
salers in February rose slightly, 
standing at 99 per cent of the base 
index, which can be compared 
with 96 per cent for January and 
124 per cent in February, 1937. 

Service equipment shipments to 
wholesalers in February declined 
to 92 per cent of the base as com- 
pared with 94 per cent in January 
and 106 per cent in February, 
1937. 


GET RUSH JOBS OUT OF 
YOUR SHOP ON TIME 


a 


the part in 


“Nothing to worry about. 
@ Look up the part number in 
the Pittsburgh Auto Glass Parts Cata- 


log. Phone their warehouse. Order by 
number. In 24 hours it’ll be shipped.” 


3. 


usual 


to spare!” 


“24 hour service! None of the 


mix-ups. That  Pitts- 


burgh Auto Glass Parts Service sure 
gets rush jobs out of here with time 


FACTS AT YOUR FINGERTIPS! ... 


7 Pittsburgh Auto Glass Parts Service was designed to 
make glass replacement work a profitable part of your busi- 


ness . 


. to save time and win customers. The catalog contains 


complete information—part numbers, costs, and suggested selling 


prices for glass parts for every make and model of car. Use it to 


give customers faster, better service. 


> PITTSBURGH, fx: 
awit PLATE GLASS COMPANY 
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Suggested Fair Trade Practice Rules Outlined 


Considered 


At FTC Conference Apr. 26 


DETROIT.—The Trade Practice |or 
Conference for the automobile 
industry, which the federal trade 
commission has scheduled to be 
held here April 26, will consider 
suggested trade practice rules 
drafted by the FTC following 
conferences between its members 
and officials of the National Au- 
tomobile Trade Assn. 


Because ADN feels that its 
readers will be interested in the 
proposals, and so that criticism 
or suggestions with regard to 
them may be prepared for pre- 
sentation at the conference, they 
are printed in full as follows: 
Rule 1. Misrepresentation 


Making or causing to be made or 
published, directly or indirectly, any 
false, untrue, or deceptive statement, 
representation, guarantee, or war- 
ranty by way of advertisement or 
otherwise concerning the _ grade, 
quality, quantity, use, mileage, age, 
size, material, content, origin, prep- 
aration, year, model, type, price, 
manufacture or distribution of any 
industry product or merchandise, or 
in any other material respect, with 
the tendency, capacity, or effect of 
misleading or deceiving purchasers, 
prospective purchasers, or the con- 
suming public, is an unfair trade 
practice. 

Rule 2. Defamation of Competitors 
and Disparagement of Their 

Products 


The defamation of competitors by 
falsely imputing to them dishonor- 
able conduct, inability to perform 
contracts, questionable credit stand- 
ing, or by other false representations, 
or the false disparagement of the 
grade, quality, or manufacture of the 
— of competitors or of their 

siness methods, selling prices, 
values, credit terms, policies, or serv- 
ices, with the tendency, capacity, or 
effect of misleading or deceiving 
purchasers, prospective purchasers, 


Upturn on Way, 
Moock Tells Car 


Salesmen Group 


DETROIT.—“Plain hard work 
is the automobile industry’s big- 
gest weapon in turning the tide 
of depression and setting the 
wheels of recovery in motion,” 
Wayne County automobile sales- 
men were told here Friday by 
Harry G. Moock, vice-president 
in charge of sales of the Plym- 
outh Motor Corp. 


Moock addressed a_ special 
breakfast meeting for local mem- 
bers of the Plymouth Salesmen’s 
League, comprised of all retail 
salesmen on the staffs of Dodge, 
De Soto and Chrysler dealers 
throughout the country. The meet- 
ing was held this morning in the 
ballroom of the Statler hotel. 


With modern cars now “as 
necessary to American life as the 
coffee pot,” the whole country 
should see a definite acceleration 
in business tempo with re-opening 
of the spring auto market, Moock 
said. ; 
Speaking as the leader of a re- 
tail salesmen’s organization 22,000 
strong, Moock said this spring 
would be no exception in bringing 
a marked upswing in retail busi- 
ness of many kinds. 





or the consuming public, is an un- 
fair trade practice. 
Rule 38. Circulating Misleading 

Price Quotations, Etc. 

The making, publishing, or circu- 
lating by any member of the indus- 
try of false or misleading price 
quotations, price lists, terms, or con- 
ditions of sale, or reports as to 
production or sales, daily, weekly, 
monthly or annually with the tend- 
ency, capacity, or effect of mislead- 
ing or deceiving purchasers, prospec- 
tive purchasers or the consuming 
public is an unfair trade practice. 
Rule 4. Misrepresenting Used or 

Driven Motor Vehicles 

Selling, offering for sale, advertis- 
ing or otherwise representing used 
or driven motor vehicles as new or 
undriven motor vehicles when such 
is not the fact, with the tendency, 
capacity or effect of misleading or 
deceiving purchasers, prospective 
purchasers, or the consuming public, 
is an unfair trade practice. 

Rule 5. Tampering with the 

Speedometer 

It is an unfair trade practice for 
any member of the industry, his or 
its agents or representatives, to fail 
to connect or to disconnect or to 
tamper with the speedometer of any 
vehicle acquired for use or sale, for 
the purpose of misrepresenting the 
actual mileage or service of such 
vehicle, with the tendency, capacity 
or effect of misleading or deceiving 
purchasers, prospective purchasers, 
or the consuming public. 

Rule Misrepresenting Char- 
acter of Business 

For any member, firm, or corpora- 
tion to hold himself or itself out to 
the public as a member ef the trade, 
as a wholesaler, or as an authorized 
dealer when such is not the fact, or 
for any member of the industry to 
misrepresent the character of his or 
its business, with the tendency or 
capacity to ‘mislead or deceive pur- 
chasers, prospective purchasers, or 
the consuming public, is an unfair 
trade practice. 

Rule 7. Aiding and Abetting Un- 
fair Trade Practices 

It is an unfair trade practice for 
any member of the industry know- 
ingly to aid or abet any person, 
firm, or corporation in the use of 
unfair trade practices. 

Rule 8. Espionage 

Securing information from com- 
petitors concerning their businesses 
by false or misleading statements or 
representations or by false imper- 
sonation of one in authority and the 
wrongful use thereof to unduly hin- 
der or stifle the competition of such 
competitors, is an unfair trade 
practice. 

Rule 9. False Invoicing 

Withholding from inserting in in- 
voices, sales tickets, bills of sale, or 
other papers in connection with the 
purchase, sale, or exchange of auto- 
mobiles, parts, or accessories, state- 
ments or information by reason of 
which omission or insertion a false 
record is made, wholly or in part, of 
the transactions represented on the 
face of such invoices, sales tickets, 
bills of sale, or other papers, with 
the purpose or effect of thereby mis- 
leading or deceiving purchasers; 
prospective purchasers, or the con- 
suming public, is an unfair trade 
practice. 
Rule 10. 

Contract 

Wilfully inducing or attempting to 
induce the breach of existing con- 
tract or contracts between competi- 
tors and their agents, customers or 
suppliers, by any false or deceptive 
means whatsoever, or wilfully inter- 
fering with or obstructing the per- 
formance of any such contractual 
duties or services by any such means, 

(Continued on Page 8, Col. 1) 
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FIRST TO TAKE advantage of the new merchandising plan, 
whereby Graham and other automobile dealers may handle and serv- 
ice Graham-Bradley tractors, was Bob Wynn, of Sault Ste. Marie, 
Mich, Oldest Graham dealer on the franchise rolls, Wynn took the 
first car turned out by Graham brothers. He is shown, center, with 
J. B. Graham, left, and R. C. Graham just before he left with his 


truckload for the Soo. 


Graham Offering Dealers 


Chance to Sell Tractors 


DETROIT.—A new departure in 


automobile merchandising, aimed 
at giving the dealer, particularly 
in agricultural communities, an 
added source of revenue is an- 
nounced for the Graham-Paige 
Motors Corp. by Robert C. Gra- 
ham, executive vice-president. 
Under the plan not only Gra- 
ham dealers, but those having 
other automobile franchises, will 
be offered the Graham-Bradley 
tractor and Bradley farm tools as 
part of the first comprehensive 
program for the sale of motor- 
ized farm equipment’ through 
regular retail automobile outlets. 


The plan, which places Graham 
in a position to compete for a 
larger share of the $765,000,000 an- 
nual tractor and farm implement 
business, will be effective through- 
out the entire United States ex- 
cept in the immediate trading 
area of Sears Roebuck & Co. re- 
tail stores. Sears stores will con- 
tinue to serve as sales outlets. 

The plan becomes operative at 
once, tractor production at the 
Graham factory now having in- 
creased to a point which makes 
this practical. Graham sees in 
the arrangement a logical eco- 
nomic development in automobile 
merchandising. 


“Everyone in the automobile 
business knows that many small 
dealers, particularly in agricul- 
tural communities, have for years 
had a precarious existence,” Gra- 
ham points out. “While he has 
been struggling to sell a few cars 
each year, farmers throughout his 
territory have been steadily buy- 
ing motorized farm equipment 
and farm tools from other sources. 
There is no reason why this busi- 
ness should not flow through the 
automobile dealer, augmenting 
his profits and giving him an 
added year-round source of 
revenue. 

The Graham Bradley tractor 
was developed by Graham after 





PORTABLE SHOWROOM, CARRYING a complete line of Bantam models, aids C. D. Gill, eastern 
Pennsylvania distributor of Bantam “60” cars and trucks, in increasing sales in his territory. Not only 
does it give dealers chance to see entire line and Gill an opportunity to deliver cars at the time fran- 
chise is signed, but the portable showroom is also instrumental in boosting retail sales because the trailer 


unit invariably attracts large crowds. 


several years of experimentation. 
The first ones were completed in 
February, 1937, and were then 
subjected to exhaustive tests in 
Florida and the middle west, par- 
ticularly on the 4,500-acre Graham 
farms at Washington, Ind., which 
was used as a proving ground. 
Following this, a section of the 
Graham plant was tooled up for 
production and several hundred 
tractors were built on an exclu- 
sive contract for Sears as an ad- 
dition to their David Bradley farm 
implement line. 


Production is now in progress 
on a second order of 2,000 units 
for Sears, and to supply dealers 
under this new plan. 


Advertising for the _ tractor 
stresses its economy, power, com- 
fort and adaptability. It is said 
to plow an acre on ane and one- 
half gallons of gasoline and to 
operate 200 hours without a 
change of oil. It is designed for 
pneumatic tires and will develop 
a road speed of 20 miles an hour. 
Its cam and lever steering and 
other refinements make it, ac- 
cording to its manufacturer, as 
easy to handle as an ordinary 
passenger car. It recently won 
the Imperial Trophy in the an- 
nual International Plowing Match 
held at Fergus, Ont. 


Lincoln-Zephyr 
Exports Up 26% 
Over ’°37 Period 


DETROIT. — Sales of Lincoln- 
Zephyr motor cars abroad, during 
the current model year to Apr. 
1, show a sharp increase. 


Lincoln-Zephyr exports during 
this period reached a total of 
2,276 units, the company reports 
showed. This was 26 per cent bet- 
ter than the total of exports for 
the same period of the 1937 model 
year and 82 per cent better than 
the exports for the same period 
in 1936. 

During the current model year, 
exports in both January and 
February broke previous records 
for any single month, it was 
pointed out. The export volume 
has been greatest to Europe and 
to Central and South America. 


U. S. Buys Trucks 


WASHINGTON.—tThe U. S. agri- 
culture department this week an- 
nounced the purchase of $12,975 
worth of motor trucks from the 
Fargo Motor Corp., Detroit, and 
$11,655 from the International Har- 
vester Co., Fort Wayne, Ind. 


Akers, Timmens 
Appointed Dodge 
Asst. Sales Aides 


DETROIT.—A number of pro- 
motional appointments and reas- 
signments of executive personnel 
have followed the appointment of 
W. M. Purves as general sales 
manager of the Dodge division of 
Chrysler Corp. 

The changes, all of them affect- 
ing men affiliated with Dodge for 
many years, were announced this 
week by Gen- 
eral Sales Man- 
ager Purves. 

The executive 
vacancy, created 
by the promo- 
tion of A. van- 
DerZee to the 


F. H. Akers 


position of vice- 

presidentin 

charge of gen- 

eral sales de- 

velopment of the 

# Chrysler ie 

. Timme and promptly 
-s m® tilled by the 
appointment of Purves as general 
sales manager of Dodge, inevi- 
tably led to a series of additional 
promotions within the sales staff. 


Thus, Forest H. Akers, who first 
joined the Dodge organization in 
1922 and since has been an im- 
portant factor in the administra- 
tion of the company’s sales affairs, 
has been appointed assistant gen- 
eral sales manager. 

Frank J. Timmens, whose con- 
nection with Dodge began in 1923 
and who for a number of years 
functioned as manager of the New 
York region of the Dodge organi- 
zation, has been called to Detroit 
and made assistant general sales 
manager. 

“The work of the various de- 
partments concerned in these im- 
portant changes,” Purves an- 
nounced, “will be complemented 
by the two major organization 
branches remaining under the di- 
rection of J. D. Burke, director 
of truck sales, and Emerson J. 
Poag, director of merchandising 
and advertising. 


“The development of Dodge 
truck business has taken place 
under the able management of 
Burke who will continue to head 
the commercial car and truck sell- 
ing activities of Dodge dealers. 


“The high regard in which the 
company’s merchandising and ad- 
vertising methods are held, not 
only in the automobile industry 
but in other fields as well, I at- 
tribute to the competence with 
which Poag is directing these im- 
portant sales-promoting func- 
tions.” 

The managerial vacancy created 
in the New York region by the 
promotion of Timmens as assist- 
ant general sales manager has 
been filled by the transfer of J. 
W. Hutchins, Detroit regional 
manager, to New York. Hutchins’ 
former Detroit post, in turn, has 
been filled by the appointment of 
Charles Sering, former director of 
used vehicle merchandising, as 
manager of the Detroit region. 

The chain of staff changes is 
completed by the promotion of 
J. William McLaughlin, long as- 
sociated with Sering, to the man- 
agement of the used vehicle de- 
partment. 


United American Bosch 


Elects Hess President 


SPRINGFIELD, Mass.— United 
American Bosch Corp. announces 
the election of Donald P. Hess as 
president of the corporation, a 
position which has been vacant 
since the first of this year. Hess 
was also elected to the board of 
directors. 
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Business Cheered by Washington Developments 
Truck, Bus Interests Fight 


Deletion of Excess Profit 
Tax Seen Trade Stimulant 


(Continued from Page 1) 


reached at least a temporary bot- 
tom after its sharp slide from the 
highs of last year. It was the 
third month in which the board’s 
adjusted index of production hov- 
ered around 80 per cent of the 
1923-25 average. 

The Administration took offi- 
cial cognizance of conditions 
through a statement by Secretary 
of Commerce Roper, blaming 
mass psychology permeated by 
“unjustified fears” of foreign 
wars, destroyed values and fur- 
ther government restrictions on 
business and industry. The cabi- 
net officer asserted “We are 
stalemated by the fear of fear, 
the fear of each other.” The 
remedy, he said, lies in removal 


financial leaders comes from the 
fact that first quarter estimates 
of corporation earnings show that 
despite a generally low level of 
business, some companies have 
succeeded in keeping out of the 
red. 


The week was marked by a de- 
termined attack before a senate 
labor subcommittee upon the 
Wagner bill which would amend 
the National Labor Relations 
Board by the National Assn. of 
Manufacturers, with which sev- 
eral automobile manufacturers 
are affiliated. Two officials of 
NAM told the senators that ex- 
tension of NLRB authority over 
all who sell to or borrow from 





cided additional handicap to 
business. This would come through 
uncertainties created by the pro- 
posed stipulation that holders of 
government contracts abide by all 
rulings of the NLRB. 

The White House was occupied 
with various suggestions for help- 
ing the railroads, including the 
report of the special Interstate 
Commerce Commission on what 
should be done. Contrary to the 
hopes of motor carrier interests 
the report contains no reference 
to buses and trucks, whose rights 
may be adversely affected by 
assistance given by the govern- 
ment to the rail lines. 


Prepare for Stand 


MEMPHIS.—The Parade of Prog- 
ress scientific entertainment of the 
General Motors came to the Mid- 
South Fairgrounds here this week 
and started preparing for a five-day 
public reception starting Thursday. 


7 


‘Czaristic’?’ Power for ICC 


WASHINGTON.—Truck and 
bus interests are vigorously pro- 
testing this week against pro- 
posed amendment of the Motor 
Carrier act, which would give the 
Interstate Commerce Commission 
discretionary power to suspend 
operating rights without hearings. 

The proposed amendment is one 
of several drafted and sponsored 
by the ICC and embodied in a 
bill introduced by Sen. Burton K. 
Wheeler of Montana. 

Chief among the organizations 
opposing the suspension amend- 
ment which would empower the 
ICC, without hearing, to suspend 
a certificate or permit of carriers 
failing to file insurance or tariffs, 
are the American Trucking 


Assns., the National Industrial 
Traffic League and the National 
Assn. of Motor Bus Owners. 

J. Ninian Beall, general counsel 
of ATA, points out the injustice 
of the proposal, asserting that a 
carrier might be operating in ten 
states and complying with the 
ICC insurance rules in nine but 
still be unable to comply with the 
tenth state’s law. 

L. F. Orr, representing the traf- 
fic league, asserts such power 
would violate the “due process of 
law” clause of the Constitution, 
while Ivan Bowen, speaking for 
the bus owners, contends that to 
give the ICC power “arbitrarily” 
to suspend a carrier’s rights might 
often result in the carrier being 
forced out of business. 


of these fears and stimulation of| th¢ government would prove a de- 


purchasing by every government 
means,” adding, significantly, “the 
government has got to help in 
the prompting of spending.” 
Some interpreted this as meaning 
a large federal spending program 
is in prospect. Roper also said 
it would help if Congress would 
finish its work soon and adjourn, 
thus relieving business of the 
fear of adverse legislation. 

The more optimistic attitude of 


1,200 Attend First 
Highway Safety 


Parley in Conn. 


NEW HAVEN, Conn.—Smaller 
and lower hoods and smaller front 
fenders would improve the “sight- 
line” of the driver and help to 
eliminate accidents, 1,200 dele- 
gates attending Connecticut’s first 
highway safety conference here 
were told by Robbins B. Stoeckel, 
research associate in transporta- 
tion at Yale university and former 
state motor vehicle commissioner. 

Other suggestions made by 
Stoeckel include the following: 
(1) Seats adjusted vertically as 
well as horizontally for the bene- 
fit of short drivers; (2) non-ad- 
justable headlights with fixed 
focus beams; (3) elimination of 
many unnecessary highway signs 
and more attention on placing the 
necessary ones at the correct loca- 
tions; (4) larger rear windows; 
(5) installation of speed governors. 

Cities and states which are 
tackling the highway safety job 
“the hard way” are making real 
progress, Paul G. Hoffman, presi- 
dent of Studebaker Corp., de- 
clared, adding that communities 
“looking for the magic key” are 
not. He praised Connecticut for 
its record of reducing fatalities 
and said its highway safety pro- 
gram was “professional work,” 
compared with the “amateur” ef- 
forts being made generally. 

Burton W. Marsh, director of 
safety and traffic engineering for 
the American Automobile Assn., 
speaking of Connecticut safety 
work, said: “More than 11,000 
lives would have been saved in 
1937 in our country had the Con- 
necticut rate in terms of gasoline 
consumption prevailed throughout 
the country.” 


3) 
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D E an To KEEP your car performing at its best, you have it in- installed Private Line Teletypewriter Service between its 


New York office and a “finisher’s” plant in Wilmington, 

Del. Result: Order-writing time reduced 40%, about $470 

saved per month on mailing and office expenses, billing and 

packing simplified, a whole day saved in shipment time, 

and quicker customer service. Many companies have found 

new and valuable applications of Long Distance Service. 
Each company finds the joint check up valuable 

different reason. Probable benefits to your busi- 

ness are best revealed by telephoning your local 

Bell Company to send a representative. 


spected regularly. To keep your business performing at 
peak efficiency, periodic check up is equally important. 

Your present means of contact between headquarters, 
factory and branch offices may be slowing up departmental 
activity. Bell System representatives will help you find out. 

Together you may prove there is no need for change. 
Many businesses, however (like Chase Brass, Hormel, and 
Chevrolet — to name only a few), have profited by more 
effective applications of Bell System services. 

After a joint investigation, one company, a cloth maker, 


ELECTRIC COMPANY 


Manufacturer of 


e SWITCHES « 
STG SS LER 
a a 


Competent Enginecring 
Consistent Prices and 
Reliable Deliveries 


DELTA ELECTRIC COMPANY 
Dept. 900, Marion, Ind 
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Suggested Fair Trade Practice Rules Outlined 


Plan Will be Considered 
At FTC Conference Apr. 26 


(Continued from Page 6) 


with the purpose and effect of un- 
duly hampering, injuring, or preju- 
dicing competitors in their busi- 
nesses, is an unfair trade practice. 


Rule 11. Commercial Bribery 


It is an unfair trade practice for 
a member of the industry, directly or 
indirectly, to give, or offer to give, 
or permit or cause to be given, 
money or anything of value to 
agents, employes, or representatives 
of customers or prospective custom- 
ers or to agents, employes, or repre- 
sentatives of competitors’ customers 
or prospective customers, without the 
knowledge of their employers or 
principals, as an inducement to in- 
fluence their employers or principals 
to purchase or contract to purchase 
merchandise sold by such industry 
member or the maker of such gift or 
offer, or to influence such employers 
or principals to refrain from dealing 
in the merchandise of competitors or 
from dealing or contracting to deal 
with competitors. 


Rule 12. Passing Off Altered 
Trade-Marked Merchandise 


The passing off, selling, or offering 
for sale of trade-marked merchan- 
dise, the trade marks or other dis- 


tinctive features of which have been 
altered on the merchandise or on the 
containers thereof in such manner as 
to mislead or deceive purchasers, 
prospective purchasers or the con- 
suming public, is an unfair trade 
practice. 

Rule 13. Imitation of Trade-Marks, 

Trade Names, Etc. 

The imitation of the trade-marks, 
trade names, slogans, or other marks 
of identification of competitors, with 
the tendency, capacity or effect of 
misleading or deceiving purchasers, 
prospective purchasers, or the con- 
suming public is an unfair trade 
practice. 


Rule 14. Fictitious Prices 
Offering products of the industry 
for sale at prices purported to be re- 
duced from what are in fact fictitious 
prices, or offering merchandise for 
sale at a purported reduction in 
price when such purported reduction 
is in fact fictitious, with the tend- 
ency and capacity or effect of mis- 
leading or deceiving purchasers, 
prospective purchasers, or the con- 
suming public, is an unfair trade 
practice. 
Rule 15. Substitution of Products 
The substitution of any part, ac- 
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Goodyear P 


ioneers the 


NOT A: 
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PROFIT-OPPORTUNITY 


IRST, the straight-side 

tire...Next, the multiple- 
cord tire... Then, the pneu- 
matic truck tire. 


And now comes Goodyear’s 
fourth great development 
—the Goodyear LifeGuard 
—the world’s only truly 
safe tire—the motorist’s 
only positive prereetan 
against tire failures. 


Motorists have waited 
eagerly for this modern 
miracle of tire-safety. 


Now Goodyear gives it to 
them —and gives to its 
dealers another exclusive 
Goodyear sales-and-profit 
opportunity. 


Car owners will be quick to 
see the fact that no tire 


OS eR 


MORE PEOPLE RIDE ON GOODYEAR 


UNA 


equipment can rightly be 
called modern that lacks 
the safe surety of Goodyear 
LifeGuards! 


But Goodyear will not wait 
for the news to spread it- 
self. America will be told 
about LifeGuards in a na- 
tion-wide advertising cam- 
paign that has already 
started. 


The trek to Goodyear 
dealers’ stores has begun— 
all over the country. 


And, once again, the Good- 
year dealer is in position 
to reap profits possible to 
no tire dealer handling any 
other make of tire! 


LIFEGUARD, a registered trade-mark of 


The Goodyear Tire & Rubber Company, 
fully protected by patents. 


TIRES THAN ON ANY OTHER KIND 


cessory, or product for others or- 
dered, or the inclusion of any part, 
accessory not ordered, without the 
consent of the purchaser to such 
substitution or inclusion or with the 
effect of misleading or deceiving 
purchasers or prospective purchasers, 
is an unfair trade practice. 

Rule 16. Misrepresentation 
Prices and Terms 
The advertising, publishing, or cir- 

culating by any member of the in- 
dustry of false or misleading prices 
for motor vehicles represented to be 
completely equipped with standard 
equipment when such is not the fact, 
or the advertising or quoting of false 
or misleading rates of interest on 
motor vehicles sold under installment 
sales plans, with the tendency, ca- 
pacity or effect of misleading or de- 
ceiving purchasers, prospective pur- 
chasers, or the consuming public, is 
an unfair trade practice. 

Rule 17. Misrepresentation of 
Prices and Terms as “Special” 
Representing certain prices or 

terms as “special” when they are in 
fact regular prices or regular terms, 
with the tendency or capacity to 
mislead or deceive purchasers, pro- 
spective purchasers, or the consum- 
ing public, is an unfair trade prac- 
tice. 

Rule 18. Misleading Illustrations 
of Motor Vehicles 
It is an unfair trade practice to 

picture a particular model of a new 
car, quoting as applicable thereto the 
price on another cheaper priced 
model, with the tendency, capacity, 
or effect of misleading or deceiving 
purchasers, prospective purchasers, 
or the consuming public. 

Rule 19. Contingent Sales 
The practice of coercing the pur- 

chase of one or more products as a 
prerequisite to the purchase of one 
or more other products, where the 
effect may be to substantially lessen 
competition or tend to create a mo- 
nopoly or to unreasonably restrain 
trade, is an unfair trade practice. 

Rule 20. Trade-in Allowances 
It is an unfair trade practice for 

any member of the trade, directly or 
indirectly, to enter into or take part 
In any agreement, combination, con- 
spiracy, concert of action or scheme 
of two or more members of the 
trade, or of any trade or other or- 
ganization of members, for the pur- 
pose or with the effect of fixing, 
depressing, controlling, or otherwise 
restraining illegally, the so-called 
trade-in allowances for used motor 
vehicles or the price or prices any 
member of the trade may pay or 
allow for used motor vehicles. 

Rule 21. Selling Below Cost 
The practice of selling industry 

products below the seller’s cost, with 
the intent and with the effect of in- 
juring a competitor and where the 
effect may be substantially to lessen 
competition or tend to create a mo- 
nopoly — or unreasonably restrain 
trade, is an unfair trade practice; 
all elements recognized by good ac- 
counting practice as proper elements 
of such cost shall be included in 
determining cost under this rule. 

Rule 22. Robinson-Patman Act 

_(a) Prohibited Price Discrimina- 
tions: It is an unfair trade practice 
for any member of the industry en- 
gaged in commerce’, in the course of 
such commerce, to discriminate in 
price either directly or indirectly in 
the form of differentials, rebates, 
refunds, discounts, credits, commis- 
sions, terms, allowances, services or 
in any other manner which effectu- 
ates a discrimination in price be- 
tween different purchasers of goods 
of like year, model, type grade, and 
quality where either or any of the 
purchases involved therein are in 
commerce’ and where the effect 
thereof may be substantially to lessen 
competition or tend to create a mo- 
nopoly in any line of commerce’ or 
to injure, destroy or prevent compe- 
tition with any person who either 
grants or knowingly receives the 
benefit of such discrimination or with 
customers of either of them: Pro- 
vided, however*, 


(1) That the goods involved in any 
such transaction are sold for use, 
consumption or resale within any 
place under the jurisdiction of the 
United States; 


(b) Prohibited Brokerages and 
Commissions. It is an unfair trade 
practice for any member of the in- 
dustry engaged in commerce’, in the 
course of such commerce, to pay or 
grant, or to receive or accept, any- 
thing of value as a commission, 
brokerage, or other compensation, or 
any allowance or discount in lieu 
thereof, except for services rendered 
in connection with the sale of pur- 
chase of goods, wares, or merchan- 
dise, either to the other party to 
such transaction or to an agent, rep- 
resentative, or other intermediary 
therein where such intermediary is 


of 





acting in fact for or in behalf of, or 
is subject to the direct or indirect 


control, of any party to such transac- | 


tion other than the person by whom 


such compensation is so granted or| 


paid. 


(c) Prohibited Advertising or Pro- 
motional Allowances, Etc. It is an 
unfair trade practice for any mem- 
ber of the industry engaged in com- 
merce’ to pay or contract for the 
payment of advertising or promo- 
tion allowances or any other thing 
of value to or for the benefit of a 
customer of such member in the 
course of such commerce as compen- 
sation or in consideration for any 
services or facilities furnished by or 
through such customer in connection 
with the processing, handling, sale 
or offering for sale of any products 
or commodities manufactured, sold 
or offered for sale by such member, 
unless such payment or consideration 
is available on proportionally equal 
terms to all other customers compet- 
ing in the distribution of such 
products or commodities. 


(d) Prohibited Discriminatory 
Services or Facilities. It is an unfair 
trade practice for any member of the 
industry engaged in commerce’ to 
discriminate in favor of one pur- 
chaser against another purchaser or 
purchasers of a commodity bought 
for resale, with or without process- 
ing by contracting to furnish or by 
furnishing, or by contributing to the 
furnishing of, any services or facili- 
ties connected with the processing, 
handling, sale or offering for sale of 
such commodity so purchased upon 
terms not accorded to all purchasers 
on proportionally equal terms. 


(e) Illegal Price Discrimination. 
It is an unfair trade praetice for any 
member of the industry or other 
person engaged in commerce’ in the 
course of such commerce to dis- 
criminate in price in any other re- 
spect contrary to Section 2 of the 
Clayton Act as amended by the Act 
of Congress, approved June 19, 1936 
(Public No. 692, 74th Congress), or 
knowingly to induce or receive a dis- 
crimination in price which is pro- 
hibited by such section as amended. 

(NOTE: ‘As herein used, the word 
“commerce” means trade or com- 
merce among the several states and 
with foreign nations, or between the 
District of Columbia or any territory 
of the United States and any State, 
Territory, or foreign nation, or be- 
tween any insular possessions or 
other places under the jurisdiction of 
the United States, or between any 
such possession or place or any State 
or Territory of the United States or 
the District of Columbia or any for- 
eign nation, or within the District of 
Columbia or any Territory or any 
insular possession or other place un- 
der the jurisdiction of the United 
States; Provided, That this shall not 
apply to the Philippine Islands.) 


Rule 23. Misrepresentation of 

Price of Used Car 

It is an unfair trade practice for a 
dealer to advertise for sale at a bar- 
gain price a certain model and year 
of used motor vehicle when in fact 
he does not own or have in his pos- 
session such vehicle, with the tend- 
ency, capacity or effect of misleading 
or deceiving purchasers, prospective 
purchasers or the consuming public. 
Rule 24. Deception “Finance 

Charge Packing” 

It is an unfair trade practice for a 
dealer either individually or in col- 
lusion with a finance company to en- 
gage in a practice known as “finance 
charge packing” with the tendency, 
eapacity or effect of misleading or 
deceiving purchasers or prospective 
purchasers. 

Rule 25. Specifying Specific Fi- 
nance Company 

It is an unfair trade practice for 
any manufacturer to coerce his or 
its dealer or dealers into disposing of 
their sales finance contracts to any 
specific finance company under threat 
of cancellation of franchise or through 
any other method of coercion in con- 
nection therewith. 


Rule 26. Anti-Coercion 


(a) It is an unfair trade practice 
for any member of the automobile 
industry, his or its distributors, 
agents, or representatives to force 
or attempt to force his or its dealer 
or dealers to purchase automobiles, 
parts, accessories, equipment, tools 
or allied products, which are not 
needed or desired or which are not 
voluntarily ordered, by the use, di- 
rectly or indirectly, of threats, co- 
ercion, intimidation, or duress, or by 
any other unlawful means. 

(b) It is an unfair trade practice 
for any member of the industry, his 
or its distributors, agents or repre- 
sentatives to compel or attempt to 
compel his or its dealer or dealers to 
enter into new and more costly 
leases, purchase new premises, or 
build new buildings, which are not 


| selves 











dealers, by the use, directly or indi- 
rectly, of threats, coercion, intimida- 
tion or duress, or by any other 
unlawful means. 
Group II Rules 

Group II Rules are not of them- 
violations of the law. They 
are considered by the industry either 
to be unethical, uneconomical or 
otherwise objectionable; or not to be 
conducive to sound business methods 
which the industry desires to en- 
courage and promote. The observ- 
ance of said rules must depend upon 
and be accomplished through the co- 
operation of the members of the 
industry concerned. 
Rule A 


The cancellation by buyer or seller 
of a manufacturer-dealer franchise 
without cause and without due and 
reasonable notice is condemned by 
the industry. 

Rule B 


For the protection of the consumer 
or purchaser of motor vehicles, it is 
the judgment of the industry that 
the dealer should deliver to the pur- 
chaser an itemized invoice which 
should clearly and definitely show 
the list price or sale price of the new 
automobile with standard equipment, 
the amount of the transportation 
charges from factory to point of 
destination, the amount of the sales 
tax and federal excise tax, the 
amount of the cash down payment, 
the amount credited the buyer for 
any trade-in and a_ description 
thereof, the amount of the finance 
charge, the amount of any other 
charge specifying its purpose, the 
net balance due from the buyer, the 
terms of the payment of such net 
balance and a summary of any in- 
surance coverage to be effected. 


Rule C 


The industry approves the prac- 
tice of handling business disputes be- 
tween members of the industry and 
their customers in a fair and reason- 
able manner coupled with a spirit of 
moderation and good will, and every 
effort should be made by the dis- 
putants themselves to compose their 
differences. If unable to do so, they 
should, if possible, submit these dis- 
putes to arbitration. 

Rule D 

It is the judgment of the industry 
that each member thereof should in- 
dependently keep proper and ac- 
curate records for determining his 
or its costs. 


Ryerson Appointed 
CANTON, O.—The Steel and Tube 
division of the Timken Roller Bear- 


ing Co. has appointed Joseph T. 
Ryerson & Son, Inc., to warehouse 
Timken Mechanical Tubing in terri- 
tories served by Boston, Jersey City, 
Philadelphia, Buffalo, Cincinnati, 
Chicago, St. Louis, Cleveland, Detroit 
and Milwaukee. 


haw \s0A 


56 PLANES 
ORDERED.. 


U.S. NAVY TURNS TO WRIGHT 


Washington news dispatches re- 
port that the Navy recently 
placed an additional order for 56 
air-cooled radial aircraft engines 
with the Wright Aeronautical 
Corp., one of the chief sources of 
engines for armed forces of the 
United States. These huge power 
plants will be installed in 21 twin- 
engined flying boats assigned to 
coast defense. Material speci- 
fications for both Army and Navy 
are more exacting than commer- 
cial requirements. It is interesting 
to note that these Wright engines 
feature the highest grade Nickel 
alloys—special steels having ex- 
ceptionally high tensile proper- 
ties, unusual resistance to wear 
and unquestioned resistance to 
fatigue. Practically every air- 
craft engine built in the United 
States, or abroad, depends upon 
Nickel alloys for 
a high strength/ 
weight ratio. 


THE 
INTERNATIONAL 
NICKEL COMPANY 
INC. New York, N.Y. 
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Car Inspection Freeing 


N. J. Highways of Junkers 


th Dimension 


The News of Automotive Advertising 


By Pete Wemhoff 


Advances 


Two major promotions affecting 
the Chevrolet advertising depart- 
ment announced this week by 
General Sales Manager W. E. 
Holler: 

Edward Hedner, for past four 
years assistant advertising man- 
ager, advances to position of na- 
tional director of the service and 
mechanical department, succeed- 
ing C. W. Wood, who becomes 
zone manager at Davenport, Ia. 
J. S. Clark, a member of the ad- 


Hedner Clark 


vertising department staff for the 
past five years, succeeds Hedner 
as assistant to C. P. Fisken. 


Hedner joined Chevrolet in 1919, 
joining in New York the central 
office staff which was later moved 
to Detroit. In 1928, he was pro- 
moted to a buyer in the purchas- 
ing department, and he held that 
post until 1934, when he joined the 
advertising department. Hedner 
and Clark share with Fisken and 
J. P. Gormley, of the same de- 
partment, responsibility for success 
of Chevrolet’s outstanding promo- 
tion activity, the All-American 
Soap Box Derby at Akron. In ad- 
dition, Hedner has functioned in 
the creation, supervision, and 
scheduling of Chevrolet’s large 
advertising program. 


Hedner’s new position places 
him in charge of a large central 
office staff and the Chevrolet 
regional and zone service and 
mechanical staff. Through this 
organization, Hedner will assist 
9,600 Chevrolet dealers’ service 
relations with Chevrolet owners 
in all parts of the United States. 


Clark’s experience with the 
company began in 1926, when he 
became truck manager of the 
Detroit retail store. In June, 1928, 
he was transferred to the central 
office staff. He served first as 
truck sales promotion manager, 
later being given entire charge of 
inter-departmental contacts in the 
advertising department. This work 
consisted of correlating all phases 
of advertising effort, not only on 
new cars and trucks, but on used 
cars, parts, accessories and serv- 
ice, in addition to which Clark 
supervised preparation of dis- 
plays, direct mail, and much of 
the regular advertising. 


Drive 


With retail sales only slightly 
under a year ago, Buick (Arthur 
Kudner, Inc.) is launching exten- 
sive ad campaigning for April and 
May, with the outlay only slightly 
below 1937 expenditures. 

Drive expected to hit about 1,500 
newspapers, which Buick usually 
employs, while a substantial por- 
tion will go magazines, radio and 
billboards. 


Guesties 


Ford Sunday Evening Hour 
guest sked completed through 


Automotive 
On the Air 


(All Time, Eastern Standard) 


CHRYSLER—Thursday, 9:00 p.m., CBS. 
Major Bowes’ Amateur Hour. 
FORD—Tuesday, 9:00 p.m., CBS. 
‘“‘Watch the Fun Go By.’’—with Al Pearce. 
Sunday, 9:00 p.m., CBS. 
Ford Sunday Evening Hour. 
NASH—Saturday, 9:00 p.m., CBS. 
“Professor Quiz."’ 
PONTIAC—Monday, Wednesday, Friday, 
p.m., CBS. 
‘‘News Through a Woman's Eyes."’ 


2200 


June 5 by N. W. Ayer & Son. 
Includes: 

Gladys Swarthout and Jose 
Iturbi, conductor, Apr. 17; John 
Charles Thomas, baritone, Apr. 
24; Efrem Zimbalist, violinist, 
and Fritz Reiner, conductor, 
May 1; Greenfield Village Mixed 
Chorus, May 8; Julius Katchen, 
pianist, and Patricia Travers, 
violinist, May 15; Bruna Cas- 
tagna, contralto, May 22; Alec 
Templeton, pianist, May 29, and 
Kathryn Meisle, contralto, 
June 5. 


Kit 

Chrysler Motors service di- 
vision, under Manager T. W. Moss, 
has developed a spring and sum- 
mer merchandising display de- 
signed to bring owners into serv- 
ice departments and sell ’em on 
spring reconditioning. 


HERE are many newer features in 
automobiles than Hydraulic Braking. 
But none more potent as a selling asset. 


Motorists like Hydraulic Braking— 
and they'll tell you why! Because they 
are thoroughly reliable . 
consistently easy, gentle pedal... as- 
sure smooth equalized stopping... 
retain their adjustment... require very 


Complete display kit includes a 
weatherproof outside banner, re- 
minding owners it’s time for re- 
conditioning of cars, and an in- 
side poster putting over sugges- 
tion, “Summer condition your 
car now!” 

Set of stringer tags featuring 
16 service operations, and life- 
size service man and customer 
display direct attention to sum- 

mer service operations, tying in 
with suggested merchandising. 

Effective newspaper mat, with 
space for dealer name, is also 
included in each kit offered deal- 
ers. Entire display features 
“Safety Through Service” mer- 
chandising theme developed in 
past year by Moss. 


Chatter 

Advertising Federation of Amer- 
ica’s annual powpow in Detroit, 
June 12-15, being advertised by 
24-sheeters in 75 cities east of 
Rockies; arranged by Walker & 
Co., Detroit ... Charles Reynolds, 
ex-ad and promotion manager for 
Street & Smith, forms Bureau of 
Advertising and Sales Promotion 
in N. Y. ... John F. Graydon, 
vice-president of N. Y. Ayer of 
Canada, elected director of agency. 


Special to Automotive Daily News 

TRENTON, N. J.—New Jer- 
sey’s compulsory motor vehicle 
inspection program, inaugurated 
at the first of the year, is remov- 
ing hundreds of junkers from the 
highways. Many car owners vol- 
untarily have withdrawn their 
cars from use, according to an- 
nouncement by James J. Shanley, 
chief inspector of the state motor 
vehicle department. 


Deciding the necessary repairs 
too expensive, a large number of 
motorists have sent in their 
plates to inspection stations to be 
kept until repairs are made, 
Shanley stated. 


“It is surprising and gratifying 
however, that all such _ with- 
drawals have been voluntary,” 
Shanley commented. “There is no 
question, however, that toward 
the finish it will be necessary to 
take disciplinary action against 
some ‘chiselers,’ but so _ far, 





. . provide a 


sells cars! 








miraculously, it has not been 
necessary. There has not been one 
formal revocation.” 


Shanley said the motor ve- 
hicle department has an up-to- 
date list of all cars rejected, 
which will facilitate enforcement 
when it becomes necessary. When 
the first of the semi-annual in- 
spections is completed, around 
July 1, any traffic officer will be 
able to recognize a violator be- 
cause his car will lack the green 
sticker of approval. 

With 1,050,000 cars in the 
state, the department has con- 
ducted 780,000 inspections, many 
of them “repeats,” in the first 11 
weeks of the year. 


Fuel Receipts Rise 


COLUMBIA, S. C.—Gasoline tax 
collections for March totaled $836,- 
667, compared with $793,072 in 
March, 1937. 


little attention and need no lubrication. 

These are the good sound reasons why 
Hydraulic Braking has won not only pub- 
lic acceptance but public insistence. 
Dealers benefit both in lowered service 
overhead and heightened sales appeal. 

In other words, Hydraulic Braking 


HYDRAULIC BRAKE CoO., Detroit, Mich. 


LOCKHEED HYDRAULIC 
BRAKES 


OFFICIALLY SERVICED THROUGHOUT THE NATION BY WAGNER ELECTRIC CORP. 





AMA Estimat 


Increase Seen 16 Per Cent 
Over February Operations 


NEW YORK. — A 16 per cent 
increase in motor vehicle produc- 
tion was indicated for March in 
the preliminary estimate of the 
industry’s operations’ released 


38 ASI Show Set 
For Navy Pier in 


Chicago, Dec. 5-10 


CHICAGO. — The 1938 Auto- 
motive Service Industries Show 
will be held here December 5 to 
10, at the Navy Pier, it has been 
decided by the joint operating 
committee representing the three 
sponsoring associations. 

The three associations sponsor- 
ing the show are the Motor & 
Equipment Manufacturers Assn., 
the National Standard Parts Assn., 
and the Motor & Equipment 
Wholesalers Assn. 

Because of developments in the 
efter-market from a merchandis- 
ing as well as from an engineer- 
ing standpoint, it is expected that 
the 1938 show will exceed in in- 
terest the record-breaking exhibi- 
tions of the past few years. 

At its organization meeting the 
committee chose J. M. Spangler, 
National Carbon Co., chairman, 
and C. W. McDaniel, Fostoria 
Pressed Steel Corp., vice-chair- 
man. A. B. Coffman, Merchan- 
dise Mart, Chicago, will again be 
manager of the show. 


Chris Sinsabaugh’s sparkling 
“Sparks” column is read by the 
“wide-awake” in the industry. 


~ 
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“Do YOUR 


AR buyers always have a han- 

kering to visit the factory— 
take delivery there—and drive 
their new cars home. In the past, 
however, time and expense have 
made this impractical. 

But now, American Airlines— 
with its fast, convenient service 
to Detroit makes it possible . . . 
and pleasant! Now your custom- 
ers can buy their new cars at reg- 
ular delivery prices. The saving 
in freight charges is ample to pro- 
vide them with a free air ticket to 
Detroit, plus an additional cash 


Thursday by the Automobile Man- 
ufacturers’ Assn. 

The AMA estimated the indus- 
try’s March volume at 235,000 
units — an increase of 16 per cent 
over February operations. On the 
basis of this estimate, the indus- 
try’s operations in March were 
55 per cent under the correspond- 
ing month of last year, which was 
the second highest March on rec- 
ord. 

The estimate compares with 
ADN’s estimate of 239,444 units, 
made ten days ago. 

First quarter shipments were 
placed by AMA at 665,615 units, 
a decrease of 49 per cent under 
the same period of 1937. 

The AMA report is summarized 
below as follows: 

March, 1938 

Feb. 1938 

March, 1937 

First quarter, 1938.... 

First quarter, 1937... .1,302,108 


Dealers Join Drive 
For Safe Night Driving 


DETROIT.—Motor car dealers 
througheut the United States are 
being organized to make night 
driving safer by assisting car 
owners in obtaining maximum 
headlamp efficiency, it was an- 
nounced this week by H. H. 
Dowdy, director of service of the 
De Soto division of Chrysler Corp. 

De Soto dealers are co-operating 
with the Automobile Manufactur- 
ers’ Assn’s headlight program to 
further safety by helping to re- 
duce the number of night acci- 
dents attributable to improper 
road illumination. 


a 


allowance to defray expenses on 
the way home. 

This is one of the “small” sell- 
ing points that so often make a 
big difference. Bear it in mind— 
and try it on your next prospect. 
And remember—his free air trip 
will be as a guest of American— 
the air line that carries more pas- 
sengers than any other in the 
world—the air line everyone takes 
to,Detroit! 

FOR INFORMATION: 


Call your local American Airlines ticket office 
—or write to M. D. Miller, American Air- 
lines, Inc., 20 N. Wacker Drive, Chicago, lil. 


AMERICAN AIRLINES 7. 
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es March Output at 235,000 Units 


ON A BUSINESS TRIP to the west coast, H. J. Klingler, general 
manager of Pontiac Motors, discusses local conditions with Olair 
Savage, general manager of Savage-Haldeman Co., world’s largest 
Pontiac retail dealership in downtown Los Angeles. 


How to Sell Automobiles! 
Here are Two Examples 


PONTIAC.—Running a penny 
postal card into a $2,467.10 sale 
is the sort of response reported 
from the field to C. P. Simpson, 
general sales manager of Pontiac 
Motors, during the progress of 
the “Forward March” campaign, 
which had as its basis the mak- 
ing of 25 daily contacts of one 
sort or another for a minimum 
of 20 days during the month. 

Dealer A. G. Bretzius, of the 
company bearing his name at 
New Philadelphia, O., reported 
the above result from a card 
mailed as a contact requirement 
of the campaign. One evening 
four people, who subsequently 
turned out to be two brothers 
and their wives, entered his show- 
room and said to Dealer Bretzius: 

“You know us. You sent us a 
card telling us to come in for an 
appraisal of our car.” 

Without the faintest notion who 
they were, Dealer Bretzius went 
to work. Later in the evening he 
had the signatures of both 
brothers on orders for new eight- 
cylinder cars equipped with 
enough accessories to bring their 
total cost to $2,467.10. 

As the party was leaving, 
Dealer Bretzius asked one of the 
brothers what brought them to 
his store in the first place. 

“We made up our minds to buy 
either a Blank car or a Blank 
car,” said the brother, naming 
two makes competitive with Pon- 
tiac. “But we thought first we 
would accept your card invitation 
to appraise our old cars, so that 
we would know how much we 
ought to get from the other two 
dealers.” 

But they don’t get away from 
Bretzius very often, 


PONTIAC.—It has been re- 
ported to Pontiac Motors that a 
card used by Clark Pontiac Co., 
Englewood, Calif., resulted in the 
sale of 25 used cars. 

About 4,000 of these cards were 
distributed, being dropped in 
cars parked at large gathering 
places and placed in stores, mail 
boxes, barber shops, etc. The 
dealer was very selective in risks 
taken. He did not accept any 
deals where there was the faint- 
est chance of the cars being 


Firestone Offers 
Low-Price Tire 


AKRON.—A new high quality 
tire at a low price is announced 
by the Firestone Tire & Rubber 
Co. Offered in a complete range 
of sizes for passenger cars and 
trucks, the Firestone Convoy Tire 
incorporates all of the Firestone 
safety features. 

Especially noteworthy is the 
fact that the patented gum-dip- 
ping process is employed in its 
production. 


taken back. The subject matter of 
the card was: 

This card is good for $20 cash, 
when applied on the down pay- 
ment of any used car valued at 
$100 or more. A bonafide offer. 
No trade-in accepted with this 
offer. Prices plainly marked on 
all cars. 50 good used cars to 
choose from. Drive a safe car 
this winter. 


Willys Sales Up 
Following Offer 
Of New Clipper 


TOLEDO.—A noticeable in- 
crease in wholesale and retail 
sales of Willys cars has closely 
followed the recent announcement 
of the new Willys Clipper five- 
passenger sedan, according to W. 
C. Cowling, vice-president of 
Willys-Overland Motors, Inc. 

Production schedules, which 
were materially advanced to take 
care of the sampling of dealers 
with the new model are being 
maintained, and dealer retail ac- 
tivities indicate a steadily grow- 
ing retail market which is being 
developed. 

“Stimulation of sales in all 
Willys passenger cars and com- 
mercial models is also evidenced,” 
Cowling said. 

“Dealer activities are increasing 
under the spur of the quickening 
interest of the public, and dealer 
stocks which have been conspicu- 
ously low during the first three 
months of the year are being ma- 
terially increased. This is also 
true of distributor stocks on which 
a steady demand is now being 
made by dealers. 

“Several important distributor 
additions and replacements have 
already been made.” 


License Date Extended 

TRENTON, N. J.—Gov. Moore 
this week signed a bill extending 
from Dec. 31 to Mar. 31 the expira- 
tion date of automobile drivers’ 
licenses and registrations. 


“A Word in Edgewise,” a regular 
feature by George M. Slocum, offers 
a wwe viewpoint from the motor 
world. 


THE WEATHERMAN HAS A FAVORITE 


Day after day he beams upon Atlantic City...bless- 
ing it with bright, brisk, invigorating weather. 

Winter vacationists, too, have their favorite hotel 
«»-the Ambassador. Large, cheerful rooms overlook- 
ing the Atlantic, incomparable cuisine and impec- 
cable service. Every entertainment facility. 


ECONOMICAL 


WINTER RATES 


Special rates for children 


The Ambassador 


ALWAYS OPEN 
IN ATLANTIC CITY 


WILLIAM HAMILTON, Managing Director 
New York Office—551 5th Ave. 


Telephone M 
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URN off swirling Madison Ave- 
nue into the Roosevelt. Gone 
is the shouting, the fanfare. 
Here is the intimacy, quiet dig- 
nity, and unobtrusive service of 


” 
‘ 


Orrin Tucker and Or- 
chestra nightly in Grill.: 
Dine ‘neath the Hendrik 
Hudson Room's noted 
Wyeth murals. 
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“T B.'s” traditional hospitality lives on 


* 


THE 


ROOSEVELT 


Bernam G. Hines, Managing Director 
Madison Ave. at 45th St., New York 
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a well-ordered home. 

At the Roosevelt you may rest 
or entertain in an*atmosphere as 
traditionally hospitable as that of 
the great''T.R.”’ 


© 


Cocktail in any of half-a- 
dozengay,intimate spots. 


Red Cap service under- 
ground directly from 
Grand Central. 


2 bb ob bb ob bb ob ob ob ob 





AUTOMOTIVE DAILY NEWS, SATURDAY, APRIL 9, 1938 


1,052 Make Chevrolet’s All-America Selling Teall 


BANQUET MEETINGS of Chevrolet’s All-America Selling Team held recently by eastern division, left, and central office, right. 


, Ambitions of Group 
Are Explained by Officials 


(Continued from Page 3) 


that again and decides to frame 
the diploma and hang it in his 
office. 


The factually brief story of the 
All-America Selling Team, as pre- 
sented thus far, only lightly 
touches the most important ele- 
ments that make the association 
a force in one of the largest of 
the sales organizations connected 
with the industry. 

“Large sales organizations,” 
says Holler, “have been faced with 
the difficulty of arousing the in- 
tangible esprit de corps that 
gives the impetus to victory to 
yearly programs since mass pro- 
duction created the necessity for 
volume sales. 

Foster Salesmanship 

“The All-America Selling Team is 
a tangible expression of the Chev- 
rolet sales organization’s desire to 
reward outstanding performance 
in the field of salesmanship, to 
promote and foster the principles 
of good salesmanship and to pro- 
vide additional incentive among 
members of the association in a 
way that money cannot buy. 

“There are salary limits to 
every job in the industry and out 
of it but there are no limits to 
ambition and desire for advance- 
ment and preferment by men who 
can do their job so well that they 
are ready and prepared by reach- 
ing out and helping others when 
the next opportunity for promo- 
tion occurs. To keep alive the 
ambitions and desires of that type 
of men who know that service to 
others is vital in a business or- 
ganization, Chevrolet organized 
the All-America Selling Team.” 

It can be seen that the chief 
appeal of the honor society is 
located in intangible things that 
actuate men to translate them 
into tangible results. 

Gives Team Credit 


The wholesale organization of 
an automobile company is the 
active force between factory and 
dealer. If dealer-factory  rela- 
tions are good, considerable credit 
must go to the members of the 
wholesale organization and Holler 
claims that much of the credit 
for the excellent dealer-factory 
relations in Chevrolet is due the 
members of the All-America Sell- 
ing Team because they have 
translated the intangible qualities 
of the aims of their honor so- 
ciety into tangible results in 
dealer relationships. The dealers, 
he says, realize they are more 
and more an important part of 
the Chevrolet organization be- 
cause the members of the society 
stimulate them by devotion to 
service and help to others and 
co-operation is established that 
rubs out the dividing line between 
wholesale and retail and pulls 
them together as partners in a 
great enterprise. 

The members of the All-Amer- 
ica Selling Team hold their 
association highly. They indicate 
that they value their diamond- 
studded gold keys without limit 
and say that Chevrolet dealers 
hail them as friends because of 


knowledge the dealers have of 
what the keys represent. 

One member said: “I would 
rather be selected on the All- 
America Selling Team than to get 
any honor that Chevrolet can give 
me. It’s the best recognition for 
work done that I’ve seen in any 
business organization and is a 
real association of merit.” 

There seems to be more than co- 
incidence between the facts that 
the All-America Selling Team has 
been in existence four years and 
the sales records established by 
the company during that time. 
Two of those years, Chevrolet led 
the industry, and last year it 
split leadership by a narrow 
margin, taking first place in pass- 
enger car sales. 

A leader in business was pres- 
ent, as a guest, at one of the 
All-America Selling Team’s meet- 
ings this year. He said: “I had 
no idea that there was such an 
organization as this in the world 
of business. Its aims are in- 
spiring and the ceremony was up- 
lifting.” 

Qualified by Service 

Some excerpts that the visitor 
heard were as follows: 

“You have qualified in length of 
service and quality of service. 
You are now entitled to wear the 
emblem of the association and to 
understand its meaning. It is my 
privilege to confer upon each of 
you the honors of Chevrolet’s All- 
America Selling Team Assn.” 

“Since the inception of the All- 
America Selling Team, the men 
in Chevrolet have raised the 
standard of activities and ac- 
complishments. The men who 
wear our emblem have shown 
character, strength, intelligence, 
courage and progress.” 

“The shape of our key is square. 
This simple design is symbolic of 
All-America men, as true leaders 
are modest, humble and unassum- 
ing. The indelible manner in 
which all of Chevrolet has been 
impressed with the permanent 
dynamic force of All-America is 
suggested by the profound tra- 
dition represented by the Greek 
letters, Pi Alpha Pi Epsilon. The 
courage, stamina and determina- 
tion displayed by Chevrolet All- 
America men demand a great 
symbol—the torch—entrusted to 
you as a challenge.” 

Emblem of Spirit 

“We have adopted the torch as 
the central figure of our key, the 
torch with a diamond as a flame, 
and emblematic of heat, light 
and the new spirit of progressive 
determination which All-America 
has kindled in the heart of every 
Chevrolet man.” 

‘It is fitting, therefore, that we 
have added the wings of Hermes 
to our torch, as they are sym- 
bolic of the qualities which have 
accounted for our splendid prog- 
ress through each and every 
month, in all departments of en- 
deavor, and are emblematic of 
strength and progress—the ob- 
jective of this great honor organi- 
zation.” 

“As this emblem typifies the 


spirit of the All-America Selling 
Team, it shall be the privilege 
and obligation of every man re- 
ceiving the award to see that the 
emblem is always carried on his 
person and that through his daily 
actions he reflects the true ob- 
jectives of the greatest honor or- 
ganization in American business. 

“Accept this emblem with the 
honor it confers; receive it with 
the responsibility it conveys, and 
wear it always so that you may 
be an example and an inspiration 
to your fellowmen to carry to a 
successful conclusion the commis- 
sions entrusted to them.” 


Combines All Aims 

So, the All-America Selling 
Team combines idealistic aims 
and purposes with practical, 
every-day work in a way that is 
interesting to outsiders who have 
asked “what is the organization 
all about?” It offers proof that 
men in business are spurred on 
by such an honor society, that 
they will absorb the qualities ex- 
pressed in high aims and inter- 
pret them into service and team- 
play. 

For centuries, it has been shown 
that men in organizations will 
strive for honors that are con- 
ferred for effort above and be- 
yond the call of duty. Armies 
have their medal societies and the 
Legion of Honor, founded by 
Napoleon, is still one of the great 
forces in the military world. 
Students and professional men 
have many honor associations. 

American business, so far, has 
only a few that might be so 
classified. 

The All-America Selling Team, 
while confined to one company, is 
in such a large company that its 
ramifications are national and it 
may influence the starting of 
similar associations in business 
with beneficial results. 


Convention Set 
HARRISBURG, Pa. (UTPS).—The 
Pennsylvania Motor Federation will 
hold its 32nd annual convention May 
23 and 24 in Williamsport, it has 
been reported by Richard Maxwell, 
secretary. 


Same Prices Everywhere, 


Urged by 


Car Salesman 


(Continued from Page 4) 


tories would undoubtedly make 
on freights? Most all, or a part, 
could be well used on a gigantic 
junker plan, affording relief to 
dealers, eliminating the salvage 
company evil by destroying junk- 
ers beyond repair; resulting in a 
permanent good to posterity by 
forever removing the hazard of 
countless junkers. Some of this 
freight-profit could be used in 
fabricating even greater values 
into the new cars, thereby off- 
setting the higher prices countless 
persons are unaccustomed to. 
Higher new car prices may 
stimulate used car purchasing. 
Railroads operate under the 
regulations of an Interstate Com- 
merce Commission, with teeth in 
it. In a sense, the automotive in- 
dustry is an interstate business. 
No one likes outside regulation. 


N. J. Employment, 
Wages Show Gain 
During February 


TRENTON, N. J. — Although 
employment in New Jersey auto- 
mobile and parts industries con- 
tinues to lag, the number of wage 
earners, total wages and average 
earnings in all industries of the 
state once again are on the up- 
grade, it is revealed by the latest 
compilation of statistics as just 
announced by State Labor Com- 
missioner John J. Toohey, jr. 


Automobile and parts plants re- 
ported a decline of 2.5 per cent 
in the number of wage earners 
during February as compared to 
the preceding month; a drop of 
7.4 per cent in total weekly wages 
and 5.0 per cent in average week- 
ly earnings. 


But if an interstate automotive 
commission, likewise with teeth, 
could put into operation some 
such plan as outlined, we may in 
time happily discover that some 
manner of regulation is welcomed. 

With stabilized new car prices, 
such a commission could regulate 
used car allowances. One set 
figure for the entire United 
States on a particular car, of a 
particular model and body style, 
with less than 10,000 miles on 
speedometer; another set figure 
for the same car showing less 
than 20,000 miles; other set figures 
for 30,000, 40,000, 50,000, 75,000, 
etc. These figures to be the 
maximum. This set figure to pre- 
vail irrespective of price bracket 
in which used-car owner intends 
to purchase. 


Would Offer Less 

If this set figure be on a parity 
with, or exceeds, the new car 
price, dealer naturally would of- 
fer less for the used car. Dealers 
to deduct any cost of recon- 
ditioning for resale. Commission 
to make it a federal offense for 
owner or dealer to turn back a 
speedometer. Better yet, factories 
to install in new cars speed- 
ometers which can not be turned 
back, and speedometers sealed at 
factory. 

In spite of the failure of the 
NRA to function satisfactorily, an 
interstate automotive commis- 
sion — properly empowered by 
congress to establish regulations 
and penalties, if adjudicated con- 
stitutional by the United States 
supreme court — probably would 
approach a panacea.— LEO W. 
SNEDEKER, Ogelthorpe Motor 
Co. (Hudson), Savannah, Ga. 


CHEVROLET'S All-Americans on the w est coast meet and induct new members. 
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37 GM Earnings Drop Despite New Sales High 


$1,606,789, 841 Net Sales 
Eclipse 29 by $100,000,000 


(Continued from Page 1) 


the former high mark of $1,504,- 
404,472 established in 1929. In 
GM’s 21-year history, the $1,000,- 
000,000 mark in net sales has been 
exceeded only seven times, and 
only twice has the figure gone 
over the $1,500,000,000 mark, in 
1929 and last year. 

Despite sit-down strikes early 


Nash Launching 
Nationwide Series 


Of Sales Meetings 


DETROIT.—Automobiles can be 
sold in 1938 if a dealer.determines 
how to find his prospects and then 
goes after them in an energetic 
way. 

This, in substance, is the key- 
note of a nationwide series of 
spring sales meetings which the 
Nash Motors division of Nash- 
Kelvinator Corp. launched Friday 
at Cincinnati, with more than 300 
dealers and salesmen from sur- 
rounding distributing territories 
in attendance. 

Sales of automobiles and other 
manufactured products have 
lagged so far in 1938, but this sit- 
uation cannot be accepted as the 
true measure of America’s buying 
power, Courtney Johnson, Nash’s 
general sales manager, heading 
the party of factory officials, told 
the Cincinnati meeting. 

Besides Johnson, members of 
the factory party who addressed 
the meeting were A. R. Boscow, 
director of advertising and mer- 
chandising, and W. A. Blees, vice- 
president and general manager of 
Geyer, Cornell & Newell, Inc., 
Nash - Kelvinator’s advertising 
counsellors. 

Eighteen meetings, which will 
enable the touring Nash group to 
contact dealers in all parts of 
the United States, will follow in 
rapid succession. 

The meetings and their dates 
are as follows: 

Cleveland, Apr. 11; Pittsburgh, 
Apr. 12; Philadelphia, Apr. 13; 
New York, Apr. 14; Boston, Apr. 
15; St. Louis, Apr. 18; Detroit, 
Apr. 19; Chicago, Apr. 20; Mil- 
waukee, Apr. 21; Minneapolis, 
Apr. 22; Portland, Ore., Apr. 25; 
San Francisco, Apr. 27; Los 
Angeles, May 2; Kansas City, May 
5; Omaha, May 6; Dallas, May 17; 
Atlanta, May 19, and Charlotte, N. 
C., May 20. 


Coming Events 


APRIL 
13-15—Cileveland. National 
Meeting. 
14-15—Milwaukee. 
Meeting. 
20-22—Dalias, American Chemica] Society. 
20-23—White Sulphur Springs, W. Va.—Amer- 
ican Assn. of Advertisifig Agencies. 
23-26—Chicago. Automotive Maintenance Ex- 
hibit, Navy Pier. 
26-29-——-New York. American Newspaper Pub- 
lishers Assn., Hotel Waldorf-Astoria. 
26-29—Cleveland. SAE Section Regional Trans- 
portation and Maintenance Meeting. 
28-May 2—Taliinn, Estonia. Automobile Show. 


MAY 
Chamber 


Petroleum Assn. 


SAE National Tractor 


2- 5—Washington. of Commerce 
Meeting. 
#4-19—Cleveland. Americon Foundrymen’s Assn., 
Foundry Show. 
20-23—Osio, Norway. Automobile Show. 
30—iIndianapolis. 500-Mile Race. 


JUNE 

12-17—-White Sulphur Springs, W. Va. SAE 
Summer Meeting. 

20-23—Detrolt. Automotive Engine Rebuilders 
Assn., Annual Convention, Book- 
Cadillac Hotel. 

20-24—St. Louls. American Society of Me- 
chanical Engineers. 

27-July i—Atiantio City, N.J. American Society 
of Mechanical Engineers, Annual Meet- 
ing. 


15-23—Prague, 
Show. 


OCTOBER 
Czechoslovakia. Automobile 
NOVEMBER 
11-18—New York. National Automobile Show. 

12-19—Chicago. Automobile Show. 
12-19—Philadeiphia. Automobile Show. 
12-19—Milwaukee. Automobile Show. 
12-20—Los Angeles. Automobile Show. 
26-Deo. 3—Newark. Automobile Show. 

N.B.—Omaha and Kansas City have voted 
not to hold automobile shows this year. 


in the year and the slower pace 
of business in the last quarter of 
1937, the corporation increased its 
payrolls and average number of 
employes to new high levels. Total 
disbursements for wages and sal- 
aries, Sloan reported, amounted to 
$460,451,744, a gain of 19.9 per 
cent over 1936 and an increase of 
18.20 per cent over 1929. Average 
number of employes during 1937 
was 261,977, an increase of 13.6 
per cent over 1936 and 12.3 per 
cent over 1929. 

In addition to the record pay- 
roll payments, GM spent in 1937 
a total of $61,725,000 for added ca- 
pacity and improvement of plant 
facilities. 

Sloan also revealed in the re- 
port that, at his own request, he 
has been eliminated from further 
participation in the corporation's 
annual bonus plan, started in 1918. 
In discussing the present business 
situation, Sloan pointed to the 
sharp increase in labor costs and 
to a growing lack of confidence 
and a fear as to the future of 
American business enterprise. 

“It is difficult,” he said, “to de- 
termine to what extent these two 
influences contributed in produc- 
ing the situation in which we find 
ourselves. The fact that they are 
extremely important in effect can- 
not be denied. To change the 
course that has been followed is 
entirely possible. It is believed 
that if that were done realistically 
and in the form of a consistent 
policy, a real foundation would be 
built for resumption of the normal 
trend of recovery on a far more 
sound and desirable basis than 
has existed heretofore.” 


Used Car Week 
Yields Milwaukee 
Dealers $82,955 


MILWAUKEE. — National 
Used Car Exchange Week result- 
ed in the sale here of 303 used 
cars, valued at $82,955, it is re- 
ported by the Milwaukee Automo- 
tive Trades Assn. This compares 
with 270 units, valued at $65,947, 
sold during the same week in 
February. 

Used car sales during the drive 
week and for the month previous 
were as follows: 
Week Units 
ending sold 
Feb. 12 270 
Feb. 19 274 
Feb. 26 291 
Mar. 5 247 
Mar. 12 303 


Dollar 
volume 
$65,947 
69,936 
74,120 
68,851 
82,955 
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FIRST OF A FLEET of five entirely new racing cars being turned 
out by Harry A. Miller for the 500-Mile Indianapolis race Memorial 


Day. It’s aluminum-colored, has 
motor developing 235 horsepower, 
Billy Winn, of Detroit, was at the 


streamlined nose, a four-cylinder 
and a 95-inch wheelbase. Veteran 
wheel of the Miller Special during 


a trial run on the speedway this week. 


New Oil Trial Motion 
Pondered by Judge 


MADISON, Wis.—Judge Patrick 
T. Stone has taken under advise- 
ment defense motions for a new 
trial to set aside the jury verdict 
convicting 16 major oil companies 
and 30 executives of conspiracy 
to violate the Sherman anti-trust 
act. 

Decision on the motions will be 
announced in federal court here 
after he has had an opportunity 


to study them, Judge Stone de- 
clared. In addition, he left the 
way open for filing of additional 
briefs by government and defense 
counsel, if they so desire. 


Fee-Cut Bill Loses 


TRENTON, N. J—Another at- 
tempt to reduce the cost of New 
Jersey driver’s license fees by legis- 
lation was defeated here this week 
when a bill to cut the fees from $3 
to $1 annually, succeeded in muster- 
ing only five of the needed 11 votes 
for senate passage. 


Seattle Dealers 
Sign New Pact 
With Salesmen 


SEATTLE.—New labor contract 
has been signed by Seattle Auto- 
mobile Dealers’ Assn. and the 
salesmen’s union, with a number 
of “refinements” and modifica- 
tions. The old contract had been 
in effect for a year past. 

Changes announced by Carl 
Heussy, attorney and manager of 
the dealers’ association, are high- 
lighted by the following: 

New minimum guarantee, $80 
per month, instead of $125; new 
commission on new car sales 
(trade-ins not deducted), 5% per 
cent, replacing former 6 per cent 
(both on factory price basis); 
used car commission, 7 per cent 
on “clean” deal, that is where 
there is no trade-in; 6 per cent on 
used ear sales price after trade-in 
deducted, replacing former com- 
mission of 6.75 per cent to 7.5 per 
cent based on salesmen’s used car 
gross for a current month, trade- 
ins deducted. This makes compu- 
tation simpler. 

In other respects contracts are 
very much the same. 

The auto mechanics’ union has 
demanded $40 scale for 35-hour 
week; present scale, $40 for 40- 
hour week. Dealers consider this 
prohibitative and negotiations are 
at a _ standstill. Pay cuts are 
sought by them, rather than any 
increases being even considered. 


NEW COMMERCIAL CAR REGISTRATIONS 
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Chrysler Seeks Court Okay on Dealer Contracts 
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Action May Set Precedent 
For Adjusting Ditferences 


(Continued from Page 1) 


such contracts (with dealers) so 
that it may continue its business 
without being subjected to con- 
tinued harassment from any 
claims of illegality.” 

Under terms of the new con- 
tracts, announced in February, it 
is provided that the dealer place 
financing with a company charg- 
ing a rate of interest no higher 


Motor Supplies 
Wholesaling Off 
12% During Feb. 


WASHINGTON. — Wholesaling 
of automotive supplies in Febru- 
ary was 12.8 per cent lower in dol- 
lar volume than that of Febru- 
ary last year, the U. S. commerce 
department announced this week. 

The dollar volume of wholesale 
trade in general fell 15 per cent 
from the mark of last February, 
according to figures compiled 
from reports of 1,534 wholesalers 
co-operating in a joint study by 
the National Assn. of Credit Men 
and the Bureau of Foreign and 
Domestic Commerce. 

The decline of automotive sup- 
plies wholesaling from January to 
February was 5.2 per cent. 


than that of a company recom- 
mended by the corporation. 


The petition was filed by Wil- 
liam Stanley, former assistant to 
Attorney General Cummings, and 
the New York law firm of Larkin, 
Rathbone and Perry. Stanley says 
the action is a step to determin- 
ing just what is the law applic- 
able to the financing controversy. 
It is an aftermath of Federal pro- 
ceedings against the “big three” 
automobile manufacturers last 
year when a grand jury investi- 
gation was started at Milwaukee. 
During that inquiry Federal 
Judge Ferdinand A. Geiger sud- 
denly dismissed the jury on the 
ground that negotiations for a 
consent decree had been under 
way between the government and 
the companies, 


Pontiac Names Fleener 


MEMPHIS.—Lon A. Fleener has 
been named as Memphis zone man- 
ager for Pontiac, succeeding Jay S. 
Evenson. Fleener has been associ- 
ated with General Motors for more 
than 15 years, most of these years 
spent in the south. He comes to 
Memphis now from Des Moines, Ia. 
He was Pontiac zone manager there 
for two years. 


ADN’s Washington bureau supplies 
readers with all important happen- 
ings in the nation’s capital, affecting 
the automotive and allied industries 


Used Car Index 


The average used car 
prices, taken from the Used 
Car Selling Prices chart 
appearing in ADN’s Pink 
Sheet weekly, shows the 
following for weeks ended: 


High Low 
March 19 $495 


March 26 492 


The average prices cover 
all makes and models, from 
all cities listed in ADN’s 
chart. 


Nash to Launch 
Two Contests For 
Owners, Salesmen 


DE TROIT.—Two nationwide 
contests, one for automobile own- 
ers and the other for its salesmen, 
will be launched Monday by the 
Nash Motors division of Nash- 
Kelvinator Corp., according to A. 
R. Boscow, director of advertising 
and merchandising of the division. 

Five new Nash sedans will be 
awarded the winners of the public 
contest, who write the best state- 
ments on the subject, “How I Can 
Save Money by Trading My Old 
Car Now.” 

The contest, the announcement 
said, will close at midnight May 
20. 
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Passenger Car Registrations 
January, Plus 47 States for February, Plus 8 States for March 
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Chevrolet 
Ford 
Plymouth 
Buick 
Dodge 
Pontiac 
Oldsmobile 
Chrysler 
Packard 


CMON AAIkwNH eH 


Studebaker 
Nash 
Cadillac-LaSalle 
Lincoln 

Willys 

no 





Tite. Arrow 
Miscellaneous 





23,401 


Unit 
Loss 
24,212 
68,218 
52,952 

834 
29,804 
12,223 
10,315 

5,886 
6,915 
10,510 
5,247 
4,937 
3,962 
1,494 
546 
3,700 
985 


1937 
Pos. 


1938 
Pos, 1937 

| 93,404 
| 136,095 
87,522 
23,034 
45,560 | 
26,772 
23,798 
13,397 
14,246 
16,754 
10,769 
10,366 
9,196 
5,258 
3,703 
6,254 
1,955 


1938 
69,192 
67,877 | 
34,570 
22,200 
15,756 
14,549 | 
13,483 | 
7,511 
7,331 
6,244 
5,522 | 
5,429 
5,234 | 
3,764 | 
3,157 | 
2,554 
970 | 
171 | 
7 | 72 
214 704 | 


—— | 


285,735 | | 528,859 | 


DOONAN A SHH 
COOAMAVOHD 


(171) 
65 
490 








243,124 








ADN Production 


Fstimate 


Up 20 per cent 
over the pre- 
vious week, 
car and truck 
production the 
current week 
hit 62,345 units, 
the highest 
since Jan. 22, 
and with that 
one exception 
the highest in 
1938.The sharp 
increase is the 
first definite 
indication of 
the long- 
awaited spring 
upturn, and is 
expected to 
continue for 
some time if 
retail sales 
keep on the 
upgrade as in 
the past few 
weeks. 

Operations 
were boosted 
down the line 
this week, but 
the most no- 
table gains 
were noted by 
Ford, Buick, 
Oldsmobile and 
and Stude- 
baker. 


For news of the men who make 
ee in the automotive world, read 

Chris Sinsabaugh’s authoritative 
“Sparks” column. 


*Wisconsin Estimated by ADN 


are sho wn for the first time. *Includes 47 States for Feb. plus 8 States for March. 
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Michigan Installs 
‘First Indirectly 
Lighted Highway’ 


LANSING. — To the Michigan 
highway department and M. D. 
Van Wagoner, highway commis- 
sioner, goes the credit for install- 
ing what is said to be the first 
“indirectly lighted highway” in 
America. The light system was 
put into operation Wednesday, 
preceded by a dinner at the 
Statler, attended by not only 
automobile executives, but by 
good roads enthusiasts from all 
parts of the country. The new 
lighting system, which is said to 
go far toward eliminating the 
hazards of night driving, em- 
ploys a moulded plastic disk with 
a prismatic back to reflect the 
lights of the car back onto the 
road, was opened to public use on 
route 16 between Detroit and 
Lansing, 69.6 miles of installation. 

Three disks, 1% inches in 
diameter, are mounted close to- 
gether in a fixture on posts set 
eight feet back from the pave- 
ment, 30 inches high from the 
pavement and every 100 feet apart. 


howeisiA 


NEW DIESEL 
“PACKAGE” 


NICKEL IN VITAL PARTS 


Great interest was aroused when 
a prominent builder of passenger 
cars and trucks recently an- 
nounced a new line of industrial 
Diesel engines for general sta- 
tionary applications, and _ for 
trucks and buses. Wherever 
operating conditions make econ- 
omy a determining factor, as on 
heavy-duty trucks which cover 
great mileages, or on industrial 
equipment operating most of the 
24 hours, the Diesel engine has 
given an excellent account of 
itself. The Diesel is selected for 
difficult jobs, so engine designers 
use best available materials. Many 
major re of these newly an- 
nounced Diesel engines feature 


;| high-grade Nickel alloy steels and 


Nickel cast irons. Nickel alloy 
irons are used for cylinder heads 
and cylinder liners. Camshaft, 
accessory drive gears, rocker 
arms, and various fastenings, all 
are made from Nickel alloy steels. 
Only the best materials are 
good enough for 
he avy-duty 
service. 


THE 
INTERNATIONAL 
NICKEL COMPANY 
INC. New York, N.Y. 





Dividends Fall 
Off Heavily In 
First Quarter 


By C. J. Alexander 
Wall St. Correspondent, ADN 


NEW YORK. — Wall Street, in 
common with the business world 
as a whole, wants to know now 
more than anything else what the 
immediate course of the Adminis- 
tration with respect to fighting 
the depression is to be. 


Is there to be renewed “pump 
priming” as indicated by some 
Washington writers? Is business 
to be encouraged by the rewriting 
of tax laws and other assurances 
— such as conciliatory pronounce- 
ments by the President? Wall 
Street would like to know. 


Things again have arrived at 
the point where uncertainty prob- 
ably is doing more damage than 
the actual appearance of bad 
news. One thing is pretty certain, 
that the investing fraternity has 
not yet heavily counted on really 
“good news” out of Washington 
so that “bad news” at least might 
not make conditions worse. 


The conviction grows, however, 
that Washington is going to do 
something about turning business 
around onto the right road — at 
least make the attempt. An up- 
ward trend by fall would be a 
great help in the 1938 elections. 


Uncertainties continue to be re- 
flected in small dividend pay- 
ments. In the automotive indus- 
try, car and truck companies in 
March declared dividends calling 
for the payment of only $420,000, 
comparing with $14,000,000 in Feb- 
ruary and $2,545,000 in the like 
month of last year. Parts and 
accessory firms declared pay- 
ments amounting to $1,659,000, as 
against $4,390,000 in the preced- 
ing month and $5,950,000 a year 
ago. The total for the industry 
was $2,079,000, as against $18,390,- 
000 in the month before and $8,- 
495,000 a year ago. 


Patent Decision 
Aids Competition 


CHICAGO. — The recent de- 
cision of the United States Su- 
preme Court, ruling that the 
Lincoln Mfg. Co. was not infring- 
ing one of the Stewart-Warner 
Corp.’s several patents on Alem- 
ite lubrication fittings, has the 
effect of continuing the competi- 
tion which has existed between 
the companies for the last five 
years, J. E. Otis jr., president of 
Stewart-Warner, declared. 


It has less significance to Stew- 
art-Warner, he said, than the in- 
creasing flood of Japanese-made 
fittings into the American market, 
and stated that his company has 
made formal protest to the fed- 
eral government against the entry 
of the spurious, alien-made parts 
which, he claimed, are peddled 
to dealers who sell them to car 
owners to replace fittings which 
have been lost or damaged. 


Many of the imitations have 
been examined by Stewart-War- 
ner and some were found to have 
no holes in them, while others 
are so soft that they bend when 
a gun is applied to them, he re- 
ported. 

Otis said that in the Supreme 
Court case, “Stewart-Warner 
claimed that Lincoln fittings were 
made to be used with the hy- 
draulic system Alemite developed 
and pioneered. While admitting 
this in argument, Lincoln insisted 
that it had the right to sell its 
fittings for this purpose, and the 
court agreed with this view.” 

He added that litigation is still 
pending between the two com- 
panies on patents pertaining to 
other lubricating apparatus 
claimed by Stewart-Warner to in- 
fringe its patents, or those under 
which it is licensed. 
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Wall Street Looks to Washington for Assurances 


For the first quarter, dividend 
declarations by the car and truck 
companies totaled $15,990,000, 
comparing with $24,083,000 in the 
like 1937 period. Parts and acces- 
sory companies declared $7,169,- 
000, as against $28,740,000 a year 
ago, the total for the two groups 
having been $23,159,000, compar- 
ing with $52,823,000. 

Among recent declarations are 
the following: Spicer Mfg. Co. de- 
clared 75 cents a share on its pre- 
ferred, payable Apr. 15, and Fisk 
Rubber declared $1.50 a share on 
its preferred, payable Apr. 20. 

It is reported that the tire man- 
ufacturers were able to operate 
at a profit in the first quarter of 
this year because of the way re- 
placement demand for tires held 
up. The industry, however, suf- 
fered severe inventory losses, due 
to the drop in crude rubber prices, 
and these losses probably will 
more than offset the operating 
profits. 

Listing of 75,000 additional 
shares of Studebaker common 
stock has been authorized by the 
New York Stock Exchange. Of 
the new _ stock, one-third is 
to be held for issuance under the 
company’s compensation plan for 
employes. The balance covers op- 
tions granted to Harold S. Vance, 
chairman, and Paul G. Hoffman, 
president, to purchase at $5.73 a 
share on or before Dec. 31, 1938, 
who have agreed to cancel pre- 
vious options to buy 10,000 shares 
each at $5 a share on or before 
Aug. 31 next. 

A better tone took hold of the 
stock market on Friday of last 
week and held through Tuesday. 
Despite the decline on Wednes- 
day, partly regained, the ADN 
stock price average on that day 
showed some gain over the pre- 
ceding week, as follows: 


Last This 

Week Week Change 
18.70 -+-1.49 
18.99 -+-1.52 


24 motors 
10 car-truck companies .. 
10 parts-accessories 15.00 -+-1.50 
4 tire-rubbers 14.49 +1.15 
The tire and rubber division, 
which had been weakest in the 
preceding week, was slower to re- 
cover. 


Last Minute Wall Street Wires 


New York, Friday, Apr. 8 (3:30 P.M.)—With governmental 
pump-priming being thoroughly discussed, stocks jumped 
from one to four points here today, with a few issues up 
as high as seven points. At one time during the day the 
tape fell about a minute behind dealings; but the heat 


diminished toward closing. 


Evans Sees Good Profits 
During Second Quarter 


gear shifter introduced last year 


DETROIT. — Despite the fact 
Evans Products Co. will show a 
loss for the first quarter, pros- 
pects are bright for good profits 
in the second half of the year, 
Edward S. Evans, president, 
stated at the annual stockholders’ 
meeting. 

Major engineering development 
work on the company’s present 
products is now completed and 
expenditures for this purpose 
should run less than half the 
$1,600,000 spent in 1937, he said. 

Evans predicted that the vacuum 


Fruehauf Net 
$514,611 for ’37 


DETROIT. —Fruehauf Trailer 
Co. and subsidiaries for the year 
ended Dec. 31 report a net profit 
of $514,611 after depreciation, 
United States and Canadian in- 
come taxes and_ undistributed 
profits surtax, equal to $1.28 a 
share on 400,000 shares of common 
stock outstanding. 

This compares with net profit 
of $875,326, or $2.19 a share, based 
on present capitalization in 1936. 


Toll Down 22% 

WASHINGTON.—U. S._ safety 
census bureau statistics show that 
during the first 12 weeks of this 
year in 129 major cities the total of 
deaths was 1,832, against 2,340 in 
the corresponding period of last year, 
a reduction of 22 per cent. 


would become one of the com- 
pany’s biggest money makers. 
With three automobile manufac- 
turers already using it as op- 
tional equipment, he said he ex- 
pects the shifter to become stand- 
ard equipment on a number of 
1939 cars. 

In the automobile heater divi- 
sion, a new small heater has been 
developed to go along with the 
present Evanair heater and air 
conditioner with prospective sales 
this year estimated at 50,000, ac- 
cording to Evans. An improved 
thermostat for automobile heaters 
is also ready for marketing, he 
said. 

Both the Auto-Railer and the 
Auto-Stop have now arrived at the 
point where they should bring in 
substantial profits, according to 
the report. Re-entry of the com- 
pany into the quality flooring 
business a year ago should also 
add to income this year, he said. 

Operations of the auto loading 
and battery separator divisions 
have been hard hit by the depres- 
sion but should come back in the 
latter part of the year, Evans 
predicted. 

Directors were re-elected. At 
the subsequent directors’ meeting 
officers were also re-elected. 


Ark. Collections Up 
LITTLE ROCK, Ark.— Gasoline 
tax collections for March aggregated 
$658,945, compared with $641,298 in 
March, 1937. 


AUTOMOTIVE STOCK QUOTATIONS 


AT CLOSE OF MARKETS, FRIDAY, APRIL 8, 1938 
(Furnished by Wm. CO. Roney Company, Union Guardian Bldg., Detroit) 


NEW YORK 


Allis-Chalmers Mfg. 


Bendix Aviation 
Bethlehem Steel 


Borg-Warner 
Briggs Mfg. 

Budd Mfg. 

Budd Wheel Co. 
Chrysler 

Clark Equip. 
Cleveland Gr. Br. 
Collins & Aikman 
Commercial Credit 
Commercial Inv. T. (2) 
Continental Motors 
Curtiss-Wright 
Curtiss-Wright A 
Diamond T Truck 


Eaton Mfg. 

Electric Auto-Lite 
Electric Storage Battery 
Evans Products 
Federal Motor 
Firestone T. & R. 
General Electric 
General Motors 
Glidden 

Goodrich, B. F. 
Goodyear T. & R. 
Graham-Paige 

Hayes Body Corp. 
Houdaille-Hershey B 
Houdaille-Hershey A 
Hudson Motor 
Hupp Motor 
International Harvester 
Johns-Manville 
Kelsey-Hayes Wheel 
Lee Rubber & Tire 


cvcvece 387%, 
cocccee 16% 


Last Sale 
Apr.8 Apr. 1 


1938 
High Low 


23%, 
13 
16 
19 


37%, 
1444 
10%, 


42 
21% 
24% 
29 
2712 16 
21% 102 
14 8 
7¥% 4 
1242 6% 
162 
5Y2 3%, 
3 
20% 
16% 


NEW YORK 


Libbey-Owens-Ford Glass 
Ludlum Steel 

Mack Trucks (1) 

Marlin Rockwell 
Midland Steel 

Motor Products 


Nash-Kelvinator 


Packard 


Republic Steel Corp. 
Socony-Vacuum 


4 2 Sparks-Withington 


15% 
11% 
7p 
42 
15 
13% 
48/2 
23% 
352 
1097, 
134% 


Spicer Mfg. 

Stewart- Warner 
Studebaker 

Thermoid Co. 
Thompson Products 
Timken-Detroit Axle 
Timken Roller Bearing 
U. S. Industrial Alcohol 
U. S. Rubber 
Westinghouse E. & M. 
White Motors 


3 Willys-Overland 


154% 
187% 


1% 
14% 
28 
11% 
271 
29 

1% 

5%, 


104% 
3% 
124% 


Yellow Truck 
Young Spring & Wire 


CHICAGO 


Asbestos Mfg. 
Bendix Aviation 
Borg-Warner 
Houdaille-Hershey B 
Modine Mfg. 
Perfect Circle 

Pines Winterfront 
Woodall Industries 


DETROIT 


Federal Mogul 
Hall Lamp Co. 
Hoover Ball Bearings 


Graham Reports 
$2,253,498 Loss; 
Outlook Brighter 


DETROIT.—Graham-Paige Mo- 
tors Corp. and subsidiaries report 
for the year ended Dec. 31, 1937, 
shows net loss of $2,253,485, after 
taxes, interest, depreciation and 
other deductions, against net loss 
of $470,145 in 1936. 

J. B. Graham, president, states 
that he hopes plans for future 
operations will be sufficiently de- 
veloped to present stockholders at 
annual meeting, Apr. 18. As part 
of the plan, he said, drastic econ- 
omies have been effected since 
the first of the year. 


Total sales for the year, includ- 
ing an initial order of 250 trac- 
tors built for Sears, Roebuck & 
Co, amounted to $13,050,226 
against $15,634,716 in 1936. Volume 
in the last half was affected by 
protracted model-change closing 
down and by general business re- 
cession. 

During the year $467,949 new 
capital was acquired through the 
sale of 155,983 shares at $3 a 
share and unsecured loans, ob- 
tained from Graham, _ supple- 
mented working capital by 
$560,000. 


U.S. Steel Corp. 


Boosts Fairless; 
Elects Stettinius 


NEW YORK. — Directors of 
the United States Steel Corp. this 
week re-elected Benjamin F. Fair- 
less as president, and named him 
the “chief administrative officer” 
of the corporation. Since the re- 
tirement of James A. Farrell in 
1932, the presidency of the cor- 
poration has not carried with it 
the administrative title. 

It is expected that Fairless will 
share a larger portion of the 
work of directing the company 
with Edward R. Stettinius jr., 
who replaces Myron C. Taylor as 
chairman of the board. 

Enders M. Voorhees, retiring 
vice-chairman of the finance com- 
mittee, was elected chairman of 
that committee. 

Phillip R. Clarke, president of 
City National Bank & Trust Co., 
of Chicago, was elected a mem- 
ber of the board of directors to 
succeed the late E. J. Buffington. 

Fairless is also president of the 
United States Steel Corp. of Dela- 
ware, the management corpora- 
tion, with which the principal 
manufacturing subsidiaries have 
management contracts. 


130 Groups Urged to 
Join Safety Move 


NEW YORK.—Presidents of 130 
national organizations of business 
executives, fraternal, trades and 
professional leaders, were asked 
this week to join with the 12 na- 
tional groups already endorsing 
the standard highway safety pro- 
gram for states, which is being 
offered as a practical and effective 
means of reducing highway acci- 
dents. 

Paul G. Hoffman, president of 
the Automotive Safety Founda- 
tion, said: “This comprehensive 
outline represents a summary of 
the practices of states which have 
successfully organized to control 
traffic and prevent accidents and 
it is the product of the best 
thought on this subject by the 
leading authorities in America.” 


Defeat Load Limit 


LITTLE ROCK, Ark.—House Bill 
No. 28 (Bryson, Brown and Sampier), 
to base the load limit on trucks on a 
tire basis and base the license fees 
on manufacturer’s stated capacity, 
was defeated in the senate by a 
vote of 15 to 5. 





Sparks » 
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Chris 
Sinsabaugh 


(Continued from Page 1) 


idea of making the All-America 
a tangible expression of the Chev- 
ralet sales organization’s desire to 
reward outstanding performance 
in the field of salesmanship, to 
promote and foster the principles 
of good salesmanship and to pro- 
vide additional incentive among 
members of the association that 
money cannot buy. 

Something like the quest for the 
Holy Grail, this winning of the 
key. * * * 

WHEN Fred J. Wagner was 
given the checkered flag—in au- 
tomobile racing parlance, mean- 
ing you’ve finished—he was writ- 
ing his memoirs. That was in 
1933, just about a year after a 
race at Oakland, Calif., in which 
Bryan Salspaugh, a _ contestant, 
ran into the judges’ stand, injur- 
ing not only Wag himself but five 
others. It was that accident that 
caused the retirement and death 
a year later of a man who had 
been the most outstanding figure 
in not only automobile racing it- 
self, but bicycle racing as well, 
for more than 40 years. So to 
John M. Mitchell, a young Pasa- 
dena newspaper columnist, was 
left the job of completing the 
book. He has done so and now 
you can find on the newstands 
Fred J. Wagner’s “The Saga of 
~the Roaring Road,” published by 
the Meador Press of Boston. 
Price, $2. a or 


GOING BY the title, you might 
think the book is filled with rac- 
ing reminiscences. True, most of 
the material is of that type, but 
to the automobile industry itself, 
Wag’s memoirs should be invalu- 
able in that they supply facts not 
hitherto published about’ the 
pioneers and the cars they manu- 
factured, all first-hand informa- 
tion, for Wag knew most of them 
intimately. I’ve read Macmanus’ 
“Men, Money and Motors” and 
Glasscock’s “The Gasoline Age,” 
and I think “The Saga of the 
Roaring Road,” as it pertains to 
the early history of the industry, 
is better. It should become one of 
our textbooks. 

+ eS eo 

WAG STARTED in as a space 
peddler on N. H. Van Sicklen’s 
bicycle paper, Bearings, at a time 
when I was a cub editor of the 
publication. Van had given him a 
job because of his success selling 
program advertising for the Chi- 
cago Cycling Club’s race meet in 
1890. Wag’s success in the new 
work was almost instantaneous, 
leading him into bigger fields, in 
later life selling space for Motor 
Age, the successor of Cycle Age, 
which was a merger of Bearings, 
Cycling Life and Sam Miles’ The 
Referee. From there Wag became 
publisher and co-owner of Horse- 
less Age and at one time owned 
Motor West of Los Angeles. 

In the cycling era he officiated 
at all the leading race meets, 


“THE SAGA OF THE ROAR- 
ING ROAD” recalls memories of 
the Elgin National Road Races 
for which the late Fred J. Wag- 
ner (left) waved the flags. Right 
is Chris Sinsabaugh, who was 
chairman of the Chicago Automo- 
bile Club’s Contest Board, which 
promoted the 1910 races. 











either as starter or clerk of the 
course, so when the infant auto- 
mobile industry came along 
His 


an official of race meets. 


specialty was 


flags at all of the eight Vander- 
bilt Cup road races, as well as 
officiating in the same capacity 


at one time or another at every) 


big track and road race. He was 


idolized by the speed merchants | 


whose father confessor he was. 
They called him “Pa Wag” and 
Mrs. Wagner, who survives him 
and now lives at Covina, Calif., 
was “Ma Wag” to all the boys. 


*- * * 


PRACTICALLY all the pioneer 


manufacturers were Wag’s friends. | 


He sold a subscription to Cycle 
Age, which had an automobile 
section, to Henry Ford, who then 


it | 
was natural he should step in as} 


holding down the| 
job of starter and he waved the} 





was an engineer for the Detroit 
Edison Co. and who had written 
Cycle Age a letter of inquiry 
which suggested possible adver- 
tising to Wag. This led him to 
travel from Chicago to Detroit to 
investigate. As the book tells it, | 
H. Ford didn’t have the $2 at the | 
time, and had Wag enter the sub-| 
scription and wait to pay day the 
first of the month for the money. | 

Which led to a life-long friend-| 
ship during which Wag lost an| 
opportunity to become a multi-| 
millionaire, according to his reck- 
oning. The book tells of Wag hav- 
ing saved $7,000 with which to 
buy a home after the stork had| 
come with his first-born. At that | 
time H. Ford had become the} 
Ford Motor Co. and was seeking | 
more capital. He asked Wag to| 
kick in with $5,000. “I can’t do it| 

can’t ask ‘Ma’ to gamble her | 
home against your dream,” Wag} 


replied. “Those words cost me in| hotel, 


like me, who trailed Wag all the 
years from 1890 until his death, 
never knew until I read the book 
that he was largely responsible | 
for an epoch-making event—the 
sale of the first American-built 
automobile. Mebbe there had been 
sales of the crude creations for 
stunt purposes previous to this, 
but credit is given by history to 
Robert Allison, a mechanical en- 
gineer living at Port Carbon, Pa..,| 
as the Adam of the present 25,- 
000,000 or more car owners in the 
United States of America. He was 
the industry’s first customer. The 
car he bought was a Winton, the 
first production job turned out by 

lexander Winton of Cleveland. 
The sale was made March 24, 
1898, and the price was $1,250. 

* + * 


IT ALL CAME about the eve- 
ning before at the Hollenden 
in Cleveland. Wag was 


the neighborhood of $25,000,000—| sitting in the lobby. The stranger | 


and a billion or so in regrets,” | 
Wag writes in his book. 
* * * 





| as 


EVEN A hardened old sinner| 


next to him introduced himself 
Robert Allison and he con- 
fided that for three months he 
had been visiting every city where 


@ DEALERS who want to build sales and give better 
- values are cashing in on the extensive advertising cam- 
paign on Safety PLATE Glass which is appearing in the 
Saturday Evening Post, Colliers, Life and Time. Advertise- 
ments like this one are building up a nationwide demand 
for Safety PLATE Glass in every window. So show your 
prospects the Hallmark of Higher Quality in every window 


of the cars you sell. 
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an inventor was reported at work 
on a horseless carriage. He found 
that all of them were still. invent- 
ing and not one of them was pre- 
pared to sell a vehicle under a 
guarantee that it would run. Wag 
was in Cleveland after advertis- 
ing from Winton and he gave 
Allison such a selling talk on the 


| Winton that the two of them 


went to the factory the next day 
and Allison bought the car. 


That same afternoon H. C. Sar- 


| geant, of Westfield, N. J., also a 


mechanical engineer, visited the 

factory and purchased a Winton. 

“Within a week the entire out- 

put of four cars had been sold, 

and within 10 days all of them 

had been delivered,” Wag writes. 
+ + + 


WHEN IT comes to reviewing 
like the Saga, it’s my 
meat. I'd like to have more space 
to write about Wag’s racing re- 
miniscences, for they are colorful 
and interesting, giving intimate 
stories about each of the stars 
who have made racing history for 
three decades. All of them are 
personal experiences. 
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FEBRUARY 3 =. | Chevrolet Dealers Backed By 
~ Factory's Organized Planning, 

Set Outstanding Sales Record 

For Used Cars and Used Trucks 


Selling 5,230,108 used cars and trucks in 36 months— 
more than 100,000 in each month during three years—is 
the noteworthy record of the Chevrolet dealer organi- 
zation. 

To the dealers themselves belongs the credit for 
achieving this marvelous merchandising success, for only 
dealers of extraordinary efficiency and publicly recog- 
nized reliability could maintain so consistent a sales 
record, month in and month out. 

Yet the dealers themselves freely award a good part 
of the credit to Chevrolet’s national cooperation in used 
car merchandising policies and methods—cooperation 
directed by the Chevrolet National Used Car Sales 
Division, and made practical and effective by national 
used car advertising, national used car reconditioning 
schools, and a national used car dealer committee 
system of cooperation. 


CHEVROLET MOTOR DIVISION, General Motors Sales Corporation, 
DETROIT, MICHIGAN 
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